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= T ‘Model’ Code Is 


Now Ready For 
Cities To Copy 


All Industry Organizations 
Worked To Bring Safety 
Measure Up-to-date 


NEW YORK CITY—At long last 
the revised Safety Code for Mechani- 
cal Refrigeration has received the 
official stamp of approval through 
its adoption by the American Stand- 
ards Association, and its publication 
last week by the sponsor of the code, 
the American Society of Refrigerat- 
ing Engineers, and now stands ready 
to serve as a model for code makers 
in municipalities throughout the 
land. 

The new Safety Code for Mechani- 
cal Refrigeration was completed this 
year only after several years of 
long, hard work in which high com- 


Indianapolis Group 
Debates Question 
Of Membership 


INDIANAPOLIS—Whether a local 
air-conditioning association should 
be made up of a small, closely knit 
group of firms or should include as 
members the many types of concerns 
which supply labor and material to 
the industry was the question before 
the Air Conditioning Council of 
Indianapolis at the regular monthly 
meeting here June 9. 

J. S. Milligan, vice president of 
the council, presided at the meeting, 
at which Henry Knowlton of AIR 
CONDITIONING & REFRIGERATION NEWS 
discussed problems relating to the 
formation of the proposed National 
Air Conditioning Association. 

Discussion of membership qualifi- 
cations in the group arose following 
a report by I. W. Cotton of the I. W. 
Cotton Co. which interpreted the 
membership clause in the Indian- 
apolis by-laws according to the best 
judgment of the membership com- 
mittee. 


Wisconsin May 
Stop ‘Discount’ 
Buying By Law 


Assembly Passes Bill 
To Stop ‘Purchasing’ 
For Employes 


MADISON, Wis.—Seen as a brake 
to the “discount buying” practices 
of some Wisconsin industrial con- 
cerns is a bill, already passed by 
the Assembly, which prohibits such 
companies from selling, or procuring 
for sale, any goods not handled by 
them in their regular course of 
trade. 

Only exceptions made in the bill 
are for meals, candy bars, cigarettes, 
tobacco, and such specialized appli- 
ances as may be required for em- 
ployes’ safety or health. 

Passage of the bill by the State 
Senate is expected shortly, and indi- 
cations are that the measure will 


Say EHFA Aids 
‘Fly-By-Nights’ 


Established Dealer Hurt 
By U. S. Financing, 
Association Hears 


NEW YORK CITY—Financing of 
appliance sales by public utilities 
and extension of EH&FA to urban 
areas are two trends which may 
menace the business health of estab- 
lished retailers, Roscoe Rau, execu- 
tive vice president of National Retail 
Furniture Association, said last 
week in a talk at the breakfast 
forum of the organization. 

Utility company financing of ap- 
pliance sales by small retailers, Mr. 
Rau declared, tends to encourage a 
mushroom growth of ‘“small-fry” 
retailers, without capital or inven- 
tory, who mess up the legitimate 
dealer’s profit picture by drastic 
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departments of some of the largest 
municipalities, to develop a code that 
would be satisfactory to the safety 
authorities, but which would also 
incorporate the latest knowledge that 
the industry had available with 
respect to current equipment. 

Last “national” code was passed 
in 1933. The trend towards smaller 
units in mechanical refrigeration, 
especially for air conditioning, the 
wider use of refrigeration in general, 


It is probable that the text of the 
revised Safety Code will be published 
in full in, Ge as a supplement to, 
an issue of the News in the near 
future. 


and the development of new refrig- 
erants necessitated the changes 
made in the new revised code. 

A general revision was initiated in 
October, 1934 when a subcommittee 
under George E. Hulse of Safety 
Car Heating & Lighting Co. was 
appointed, which subcommittee work- 
ed on the code in the interests of 
the American Standards Sectional 
Committee B9, under the chairman- 
ship of Harry D. Edwards of Carbide 
& Carbon Chemicals Corp., which is 
the standing committee of the A.S.A. 
on a refrigeration safety code. 

Other members of the subcommit- 
tee were Chester Lichtenberg of 
General Electric Co., secretary and 
“driving force” in getting the code 
through its various stages of ap- 
proval; W. M. Timmerman of Gen- 
eral Electric; C. S. Cragoe of the 
National Bureau of Standards; Sidney 
James of the Underwriters’ Labora- 
tories; E. T. Williams, veteran con- 
sulting engineer; L. S. Morse, execu- 
tive engineer of York Ice Machinery 
Corp.; and C. K. Michaels of the 
~~ of Fire Prevention, New York 

ity. 

_ The manufacturing groups in the 
industry set up a special agency to 


(Concluded on Page 19, Column 3) 


L. D. James, St. Louis 
G-E Distributor, Dies 


ae LOUIS—Llewellyn D. James 
» founder and president of James 
: Co., distributor of General Electric 
nes in St. Louis and - its 
Fife and Illinois trade area, died 
. a at his home in Ladue Village, 
fom urb, of complications resulting 
&@ fall last year. 

City,” Lge was a native of Kansas 
Dame Das and a graduate of Notre 
t. Lo /niversity. Before coming to 
* uls in 1928 to found James & 
» he was head of an automobile 

ance company in Kansas City. 
ret ne, ate his widow, Mrs. 
Bett Hartzer James; two children, 
y James and L. D. James, Jr.; 


and a sister, Mr i 
Ster, s. John P. Har 
Wilmette. m. ris of 


mer and year-around air-condition- 
ing equipment or accessories thereof. 

“Acceptance to membership is 
subject to two-thirds majority vote 
of the membership present and ac- 
ceptance constitutes an election to 
membership. 

“Council members are divided into 
two classifications: 

“1. Local concerns assuming full 
responsibility for the complete in- 
stallation of air-conditioning sys- 
tems, known as contractor-members. 

“2. Other members’ comprising 
suppliers of accessories and pro- 
motional groups, known as members, 
who are locally represented. Each 
member firm is entitled to one full 
vote.” 

Article 2 was interpreted by the 
Indianapolis membership committee 
to be construed as follows: (1) Pro- 
motional classification includes pro- 


(Concluded on Page 9, Column 1) 


Insurance Rate Cut on 
Conditioned Bldgs. Seen 


ST. LOUIS — Reduction of the 
present “extra’’ insurance rates on 
buildings equipped with air-condi- 
tioning systems will be made here 
shortly, the engineering department 
of the Mound City Inspection Bureau 
announces. 

The added premiums have been a 
constant source of annoyance to both 
underwriters and building owners, 
since more than fifty classifications 
existed, resulting in much uncertainty 
by inspectors and their firms alike. 
Most of the large office and depart- 
ment store buildings which have in- 


(Concluded on Page 24, Column 4) 


Detroit Lubricator Will 
Sell Air Filter Line 


DETROIT—Detroit Lubricator Co. 
has taken over exclusive distribu- 
tion of the line of air filters manu- 


factured by Detroit Air Filter Co., | 


which has taken over the machinery, 
equipment, and materials formerly 
used by American Radiator & Stand- 
ard Sanitary Corp. in making the 
“Arco” filter. 

In addition to. selling the filters 
direct to original equipment manu- 
facturers, Detroit Lubricator also 
will distribute them through refrig- 
eration and air-conditioning supply 
jobbers throughout the country. 

The new filters carry the “Detroit” 
name, and are of the same type 
formerly made by Arco. Offices of 
the company are at 1330 W. Congress 
St., Chicago. Charles G. Lamb, 
formerly manager of the Arco plant, 
has charge of the Detroit Air Filter 
plant, and the entire personnel of the 
former company has been retained. 


“The people of the State of Wis- 
(Concluded on Page 2, Column 1) 


Shows Wives They Can't 
Get Day’s Purchases 
In a 4-Cu. Ft. Model 


KANSAS CITY, Kan.—Just let a 
housewife try to pack the contents 
of a _ typical Saturday shopping 
basket into a’ 4-cu. ft. refrigerator, 
and she’ll soon realize the error of 
her ways and demand a model really 
large enough to satisfy the needs of 
her family, reasons ‘Nick’ Smith, 
manager of Peerless Electric Co. 

And so to help in “selling up” 
prospects to the larger units, Mr. 
Smith keeps just such a market 
basket and its papier mache con- 
tents on hand as part of his regular 
sales equipment. Women are soon 
convinced, he says, of the false 
economy of purchasing the smaller, 
cheaper models. 


April Sales Set All-Time 
Record In Knoxville 


KNOXVILLE, Tenn. — Electrical 
appliance dealers in this TVA-served 
town have sold approximately $565,- 
000 worth of equipment during the 
first four months of this year, reports 
C. O. Carpenter of City Electric 
Sales Department. 

April sales amounted to $174,971, 
highest in the city’s history, dealers 
reported. This compares with $145,- 
000 in the previous April. January 
sales this year were $103,000; Febru- 
ary, $118,000; and March, $169,000. 

High record in April saw sales of 
382 refrigerators, 168 ranges, 88 
water heaters, 371 washers, 108 
vacuum cleaners, and 484 radios. 


J. NELSON STUART 
** « 


Scaife, Stuart Head 
Bureau Planning 


NEW YORK CITY—A. L. Scaife, 
appliance advertising and sales pro- 
motion manager of General Electric, 
was elected chairman of Modern 
Kitchen Bureau’s plan committee at 
a meeting of the executive commit- 
tee last week during the Edison 
Electric Institute convention. 

J. Nelson Stuart, advertising direc- 
tor of Kelvinator, was named vice 
chairman of the committee. 

Walter Sammin of Commonwealth 
& Southern Corp. was elected chair- 
man of the kitchen bureau, succeed- 
ing George E. Whitwell of Philadel- 
phia Electric Co., who has headed 
the activity for the past three years. 


The committee decided on an 
electric range drive during Septem- 
ber and October, to be known as the 
National Electric Range Exposition. 
National magazine advertising on 
water heaters will be used for the 
first time in a campaign with “Time 
to Change to Electric Water Heaters” 
as its theme. 

Electric roaster campaign, now in 
(Concluded on Page 2, Column 3) 


Refrigeration Session Scheduled For 
M.I.T. Food Technology Meeting 


CAMBRIDGE, Mass. — Recent 
trends and advances in refrigeration 
technique will be the subject of one 
of the sessions of the Second Food 
Technology Conference to be held 
here June 28 to July 1 under auspices 
of the division of food technology 
and industrial biology of Massachu- 
setts Institute of Technology. 

Cooperating in the meetings are 
the American Society of Refrigerat- 
ing Engineers, American Institute of 
Baking, and American Society of 
Bakery Engineers. 

Symposium of food refrigeration 
will be held on the afternoon of 
June 30, with George Hulse, A.S.R.E. 
vice president and ‘chief engineer of 


Safety Car Heating & Light Co., 
New Haven, Conn., as chairman. 
Mr. Hulse will lead off the session 
with a discussion of “Recent Ad- 
vances in the Refrigerated Storage 
and Transport of Foods.” 


Other papers to be presented at 
the refrigeration meeting include: 
“Quality Control in the Refrigera- 
tion Industries,’ Dr. Mary E. Pen- 
nington, New York City; “Effect of 
Refrigeration on the Solubility and 
Digestibility of Plant Proteins,” by 
Dr. D. B. Jones of the Bureau of 
Chemistry and Soils, U. S. Depart- 
ment of Agriculture; and “Locker 
Plants for Frozen Foods; Their Engi- 


(Concluded on Page 23, Column 2) 


heavily populated areas. This agency, 
he pointed out, is no longer restrict- 
ing itself to rural areas, as had been 
originally understood, but is now 
“out for the gravy of big-town busi- 
ness, to make up for the bitter 
experiences it has had in some agri- 
cultural communities.” 

In Chicago and Portland, Ore., he 
told the forum, EH&FA already has 
entered into arrangements to carry 
the time-payment paper of small 
dealers selling appliances. 

Public utilities in all parts of the 
country are eyeing with interest the 
activities of Consolidated Edison in 
New York City, Mr. Rau said, 
particularly in its “bargain package” 
promotions. 

Reactions of merchants, extent to 
which the load has been built in the 
area serviced, and the manner in 
which payments and returns are 
materializing all are subjects of 
close scrutiny by other utilities at 
present, he declared. 

He urged retailers to keep in close 
touch with their utilities, and, if they 
see a “bargain package’ promotion 
in process of formation, to work 
with them in developing a program 
that will be satisfactory to retailers 
and merit their wholehearted co- 
operation, rather than their opposi- 
tion. 


‘Sales Mean Jobs’ Drive 
Cited as Recovery Aid 


PHILADELPHIA — Nash-Kelvina- 
tor’s National Salesmeén’s Crusade, 
the “Sales Mean Jobs” movement in 
which more than 1,100 cities and 
towns participated as a _ business 
betterment move, was awarded the 
Howard G. Ford trophy as the best 
business activity of 1938 by the 
National Federation of Sales Execu- 
tives. 

Presentation of the award was 
made to Ralph Cameron, Kelvinator 
household manager, at the annual 
convention banquet of the federation 
in the Bellevue-Stratford hotel here 
last week. 

The trophy is a joint award of the 
Philadelphia branch of the Federa- 
tion, the national federation, and the 
Wharton School of the University of 
Pennsylvania. 

Started by Kelvinator in Lincoln, 
Neb., the Crusade picked up momen- 
tum until more than 1,100 cities and 
towns had employed its principles in 
seeking business improvement. Car- 
ried on throughout the summer 
months, the drive was credited by 
several communities with reversing 
the downward business trend which 
had formerly prevailed. Many busi- 
ness economists cited the drive as a 
contributing factor in the business 
recovery noted about midsummer of 
last year. 
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| Major Cppliances 


Wisconsin May End 
‘Discount Buying’ 
With New Law 


(Concluded from Page 1, Column 3) 
consin, represented in Senate and 
Assembly, do enact as follows: 

“Section 1. A new section added 
to the statutes to read: 384.54 Sale 
of certain merchandise by employers 
to employes prohibited; penalty. 

(1) No person, firm, or corpora- 
tion engaged in any enterprise in 
this State shall by any method or 
procedure directly or indirectly by 
itself or through a subsidiary agency 
owned or controlled in whole or in 
part by such person, firm, or corpora- 
tion, sell or procure for sale or have 
in its possession or under its control 
for sale to its employes or any 
person any article, material, product, 
or merchandise of whatever nature 
not of his or its own production or 
not handled in his or its regular 
course of trade, excepting meals, 
candy bars, cigarettes, tobacco, and 
excepting such specialized appliances 
and paraphernalia as may be re- 
quired in said enterprise for the 
employe’s safety or health. 

“(2) Any person, firm, or corpora- 
tion violating the provisions of this 
section shall be deemed guilty of a 
misdemeanor and upon conviction 
thereof shall be punished for the 
first offense by a fine of not less than 
$100 nor more than $500 and for a 
second or subsequent offense by a 
fine of not less than $500 nor more 
than $1,000. Each act prohibited by 
this section shall constitute a sepa- 
rate violation and offense hereunder. 


Electric Household Corp. . 
Elects New Officers 


CHICAGO—Jason Hurley and W. 
H. Knight have been elected vice 
presidents of Electric Household 
Utilities Corp., washing machine 
manufacturer. Mr. Hurley will have 
charge of operations in the com- 
pany’s central division, and Mr. 
Knight, who will make his head- 
quarters at Newark, N. J., will take 
over similar duties in the East. 


EH&FA To Finance 
Gas Appliances 


WASHINGTON, D. C.—As a 
further aid to small business, Elec- 
tric Home & Farm Authority has 
extended ‘its service to include the 
purchase of instalment contracts 
covering gas appliances for domestic 
use. 

By April 30 of this year EH & FA 
had purchased 115,565 electrical ap- 
pliance instalment contracts from 
2,947 dealers in 33 states. Aggregate 
value of these purchased contracts 
was $17,566,391, of which $9,103,889 
had been repaid. 


Perfection Not Guilty, 
U. S. Court Rules 
In Patent Suit 


CLEVELAND — Ending the _ suit 
brought by Motor Wheel Corp., 
manufacturer of Duo-Therm oil 
burners, against Perfection Stove 
Co., manufacturer of Superfex oil 
heaters, which charged that the 
Perfection heaters constituted an in- 
fringement of Valjean patent No. 
1512869, the U. S. Court of Appeals 
for the Sixth Circuit has handed 
down a decision affirming the “not 
guilty” decree issued July 3, 1936, 
by Judge Paul Jones of the U. S. 
District Court for Northern Ohio. 

The case was originally heard by a 
Master in Chancery, who submitted 
a report to the Court in November, 
1935. This report pointed out the 
respects in which the construction 
and operation of the Superfex burner 
differed from that of Valjean’s 
patent, and the respects in which the 
patent was limited by the prior art, 
but recommended that the claims of 
the plaintiff be held valid and the 
patent infringed. 

Judge Jones, however, sustained 
the Perfection Stove Co.’s claims 
of non-infringement, in a decision 
handed down on July 3, 1936. He 
said, in part: 

“I would not go so far as to say 
that the prior art patents relied upon 
by the defendant completely antici- 
pate Valjean, but I do think that the 
disclosures in the elements of these 
earlier patents so confine the present 
patent as to free the defendant’s 
Superfex heater from the charge of 
infringement.” 

Following that decision, the plain- 
tiff filed an appeal to the Court of 
Appeals. This appeal was heard by 
Judges Hicks, Simons, and Hamilton. 
In a decision written by Judge 
Simons, that court (on April 7, 1939) 
unanimously affirmed the decision 
of Judge Jones and held that the 
claims of the Valjean patent were 
not infringed by the Superfex heater. 
A portion of this court’s decision 
follows: 

“We do not apply to the change 
made in the accused device the test 
of patentability, since we have held 

. that superiority of operation, 
even when brought about by a valu- 
able improvement which perhaps 
was patentable as such, will not of 
necessity negative infringement. 

“It is clear, however, in the present 
case, that Valjean’s inventive step 
resides in the peripheral slot which, 
spaced between walls of combustion 
chamber and carburetor in register, 
directs the flow of air across, 
athwart, and horizontal to the rising 
streams of fuel mixture. 


“Without this element so precisely 
defined and claimed, it would be 
difficult to concede (as we do) 
validity to the claims. In structure, 
function, and results it is the heart 
of Valjean’s achievement, its im- 
portance stressed in the patent and 
emphasized by its history. We think 


the claims are not infringed... .” 


Kitchen Bureau Promotion Put To Work In Indianapolis 
eS OUR 


Prospects could see for themselves how little electric cookery actually costs in the range display of Indianapolis 
Power & Light Co. at the recent Home Show in that city. Daily menus for a week for a family of four people 


were prepared in the exhibit, and actual cost figures compiled on the basis of Indianapolis power rates. 


During 


the first four days, cost of preparing the meals (the range was used in every one) was less than 25 cents. 


4 Distributors Contribute 
To “Old Icebox’ Pool 


NEW YORK CITY—Four of the 
14 distributors participating in Con- 
solidated Edison Co.’s “old icebox 
round-up” have made payments into 
the dealer dividend pool during the 
last two weeks, but the other 10 
continued to hold up their contribu- 
tions to the fund. 

A payment of $4.67 per unit, the 
first so far, was made by Consoli- 
dated Edison as Electrolux distribu- 
tor. Royal Eastern Electrical Supply 
Co., Universal distributor, paid in 
$24.60 per unit, as compared with 
the first payment, a month ago, of 
$39.20. 

Crosley made a payment of $8 per 
unit, compared with its first payment 
of $7 per unit, and Wholesale Radio 
& Equipment Corp., Stewart-Warner 
distributor, was scheduled to make 
a second payment, unit amount of 
which was not determined. 


Charles Kellogg Is Elected 
Kitchen Bureau President 


(Concluded from Page 1, Column 4) 
progress, is producing sales and will 
be continued. 

Charles W. Kellogg took office 
during the E.E.I. meeting as the first 
paid president of the kitchen bureau. 
Howard S. Bennion, formerly assist- 
ant managing director, was elected 
managing director to succeed Ber- 
nard F. Weadock, who resigned to 
resume his law practice. 
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HARTFORD - CONN. 


ALL BUSH Circulator Coils are 


constructed with one full inch of 
insulation encased in heavy-gauge 
aluminum sheets .. . further in- 


sulated with specially treated paper, 
wood and fibre to prevent cold con- 
duction. Just ONE example of 
BUSH advanced engineering. Write 


for your copy of the NEW Catalog. 
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Price Should Be No Obstacle To Sales 
Of Dishwashers, Hirose Tells Nema 


HOT SPRINGS, Va.— Ways to 
push the electric dishwasher into a 
volume sales position in the appli- 
ance field were outlined for mem- 
bers of the dishwasher section of 
National Electrical Manufacturers 
Association at their spring. meeting 
in a study made by Arthur Hirose, 
director of research for McCall Corp. 

First electric household dishwasher 
was placed on sale in 1913. While 
many of the early models were not 
too efficient, today’s washer is an 
amazingly adequate household serv- 
ant, says the report, which tags it 
with these advantages: 

Electric dishwashers today save 
labor and eliminate drudgery, since 
the average housewife, in her life- 
time, washes a pile of dishes, glasses, 
silverware, pots, and pans 17 miles 
high. 

Electric dishwashers save time— 
probably more than almost all other 
household electrical appliances com- 
bined. It has been estimated that 
an electric dishwasher will save the 
housewife as much as six hours a 
week, almost one whole working day 
for many industrial workers. 

The dishwasher saves dishes from 
breakage—an advantage especially 
to the woman who owns dishes which 
are not in the “open stock” class. 

The dishwasher saves the whole 
family’s temper and eliminates the 
petty bickering that goes on in many 
homes where someone, after each 
meal, must wash and dry the dishes. 

The dishwasher cuts down the 
necessity for buying and laundering 
dish towels and dish cloths. 

Since the dishwasher uses a mini- 
mum amount of measured detergent, 
it saves soap. 

The housewife’s reputation as a 
spotless housekeeper is preserved by 
the electric dishwasher which turns 
out dishes that are always spark- 
lingly clean. 

The electric dishwasher saves 
health and cuts down doctor’s bills. 


Pride of ownership has much to 
do with the sales success of the 
automatic refrigerator, the electric 
range, and the electric roaster. The 
same appeal of newness and mo- 
dernity lies in the dishwasher. 

The dishwasher saves women's 
beauty, and prevents  “dishpan 
hands,” which are flayed diligently 
in the advertisements of soap, lotion, 
and hand cream manufacturers. 

Seven recommendations were made 
to the electric dishwasher industry 
by the study. These were: 1. Keep 
up product improvements, 2. Define 
your market realistically, 3. Keep 
to a price policy, 4. Improve distribu- 
tion, 5. Have a definite sales pro- 
gram, 6. Realize the importance of 
the dealer and his salesmen, and 7. 
Make Mrs. Consumer say to herself, 
“I want an electric dishwasher.” 


The study analyzes three supposed 
obstacles to dishwasher sales: (1) 
The question of retail price, (2) The 
need for hot water, and (3) The fact 
that permanently installed  dish- 
washers need plumbing. 


On the matter of price, it is 
pointed out that as recently as 1931 
over 900,000 families bought electric 
refrigerators, which were never sold 
as great labor-savers, at an average 
retail price of $258. Clothes washers, 
which are used but once a week in 
the average home, are being sold at 
prices as high as $169.50. Electric 
ranges also have relatively high 
retail prices, when compared with 
ranges using other fuels, and yet are 
bought in large quantities by women 
who find price no obstacle. Since the 
electric dishwasher is a great labor- 
saver, its retail price is quite reason- 
able. 

While granting that 3 or 4 gallons 
of water heated to 140 or 160° are 
desirable in the operation of electric 
dishwashers, the report points out 
that over 300,000 electric water 
heaters have been sold in the past 
three years. 
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TWO PROFIT NQOPPORTUNITIES 


Copeland © 


Household Refrigeration 
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Both products of 20 years experience. 
Both recognized by experts as the 
“last word” in modern refrigeration— 


today for facts about either or BOTH 
of these Copeland Profit Opportunities. 
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FREEZING 
COLD STORAGE 


for meats, game, frozen food, ice 
cream, pie dough. Gives women 
NEW ideas on home refrigeration — 
advantages of frozen food sales—pro- 
vides EXCUSE to get rid of old, out- 
moded refrigerators. 


q 
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ple 
ing 
its. \ 
ss | FOOD STORAGE 
High humidity efficiently obtained by 
© use of secondary coils keep cooked and 
ht) = other foods at peak of flavor—does not 
the 9) dry them out—keeps vegetables garden 
x, fresh for incredible time. 
mo- 
= QUALITY 
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otion, 
ee PRODUCT 
ust 
Keep Freezorcold Shelvadors incorporate 
pose ® every proven practical feature of stand- 
pribu- ard refrigeration. Fabricated from 


aa A-I materials throughout in the finest 
nd 1. plant of its kind in the U. S. Equipped 
: with quick ice cube release, high humid- 


posed ity crisper, sliding and removable 
ame (Shelves, illuminated cold control, in- 
fac terior light, improved electro-saver, 


hermetically sealed power unit. Dulux 
finished exterior, acid resisting porce- 


lain interior, brilliant, oversized sturdy 
hardware. 


CROSLEY REALLY OPENS 
THE PROFITABLE 
REPLACEMENT MARKET 


Here is an entirely NEW refrigerator 
that will revolutionize home refrigera- 
lion. It will be a source of steady 
business for alert dealers right through 
this summer and next winter. 


THE 


POWEL CROSLEY, Jr., Pres. 
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FREEZORCOLD 
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CROSLEY CORPORATION 


Home of “‘the Nation’s Station”—WLW—70 on your dial 
See the Crosley Building at the New York World’s Fair 


PRACTICAL 
SHELVADOR 


It is to be expected that such a practical 
method of making ALL refrigerator space 
usable would be imitated. 


But the Shelvador is a feature of convenience 
that does not cut into the space inside of the 
refrigerator. 


—and the entire refrigerator is accessible by 
the opening of only ONE door. 


The Shelvador’s efficiency and convenience 
is attested in signed statements by women 
from one end of America to the other. 


PRICES START BELOW $200. 


TO $20. MORE THAN PRICES. 
OF COMPARABLE REGULAR & Deluxe SHELVADORS, 


Crosley Corporation, 
Cincinnati, Ohio. 


Send me literature, 
discounts and information on products 
I have checked. 


Crosley 
C) Automobile 


Freezorcold 
[J Shelvador 


0 6 ft. LEADER 
G Shelvador at 
T $99.50 
0 Crosley 

Press Jr. Camera 
[_] Crosley Radio 


[_] Reado facsimile 


alae saad AR On Rr 
0 Washers and 
ES Se he Re a oe Ironers 
CINCINNATI O sey — 
OTe, ees 
% ie ee tee - a2 é a +e as Hike - abbas 


wale. oy aa 7 a Fig ee - : tes - ey ee eae, arcane . ‘ PP ons. ‘ i “ > e 
: 3 “5 oath mies os ty bn ny. ie ee % Se ae 
a nn ee | 
| , | a Seco 
: : see Nesianes ; Be intel ic \ <9. nal RAR ae IT a ta cE ea Ad are 
=. fat See ee ae setae on eee Tee 3. ee 
, , i a Maced: Bie gers 
a sce : : bate . eg e pa eye 
- _ . >A Pye me, 2 ae ae rr * ar ~ ah ts i eS a : ee : S . 
- ee a Ly ae si apiece iG es Na eat a ee Say rh, 
Mh puts Crosley dealers @ : ia 
4 ce ea ' — atta - beet bite tbat 
ty e a e rs sce: ; St 5 a a Sey ere Ciena 
a ‘ ‘ ea ; = +e | Po oe 
j a e ree 7 : - pr S le 
lft ration busi- 7.¥ : Phy 
ness head and shoulders ae 
a ; . aes 
j above competiti , as et | = 
aw aes A sS ae ak tasers ai AN BE 
3 ae l Ion. ——— : a tee a. 
¢ map 8 — 3 peer oF 
ee = — } j re 4 “aa p ; os Ps M e a 
| | aa = 2 | Ct Roe , Bee . 
regs - ~~ . A ; Sa * : . ey ] 3 aks, wan Pe, ts 
| . * | eee ye i ‘ 
is = f Rew _ — = oat - | | WALA <. \ 3 —— Samir ae eee a) clan : gikoi ak 
- se : sasrenaeeweeseeg a Bs 5 BF s aay Sex . a po ite ‘ “eels = ae ies an re fai wi SS Sea! 
‘. : =: : | <a | eee : : ' oe a7. a | — a le z Reece. 
4 * ORME Hegre BREEN PERS ‘ nn ane . 2 ih a ed. ati i eo aa ; » 
‘ # S a Ss +} aS 5 ee Bs 
. - iy = SES ES y : we aS Se \ t rn i= 7 ; a im reo eke x Scns a Bete: .G 
: a, we lat. Tot fy : hs § ? a. ee ie 
- . | I a ‘ No. — — Le oy a ~ 4 a 
vee \ } WW hie || ie eee 
aia TO 4am ei “3 jh” KRAFT , ec ius: “git 
ee . i JUKE : elias Tiny " - i : ol eo ee Z Fecote - ay ; oe ae 
ze 7" : sees ee emnneall SS a | eggemagyn , 2» ' ; eo 5 ie z i oy P ’ 
pace % , a ae i : 4 - as, aa F 
Sah «il arte © +m p : » Be < a. SS 4 See ve ey i oe F ee aeck 3 si 
pa, ? ‘ : = *. . re ee F pee om ae : 1 : ee ie oe pee Seeny , te 
as ‘ +e 4.2: (@ "8 a, “s cell : say a We ee Pb ix 
se l ah “ae = 2 A | i eee me ae es SS. 
a Nees - ~ aaa = : Bs on Ss my | i | ~ ‘ , sae mi: ots: ees F ee ; 
oe cc. SS . « ~ ae of — i i) aad ion Coe eee - ae. aaa, Bie tates 
; ¥' rk ere bia ~ | ae s ee es") eM ae 
; : i * ee Ce Ba At fay tan Bi or Leal er ee 
4 + ® : ath (et SIPs J 2 caren % : a 
a _— ea te a . (ae 7“ ii went chhal i x 4 - erie 
iio wy . : ~ ~— TH hi ii 4 i ites. a : : sa eae 
a : | eG acs | Ree ‘ oe siege 
ya - a it Lic a 2 ip ea eee che ie see Rk Bean en 
‘ 3 Val Hi me LER Bete per 4 ae oF 2 oie: 
va HE ' " v Cat leant er ql Wicca i ea laia/ 2 
5 ee. aaaitt ba wae . 3 si a 4 sits $ bes Bing Pt , ey 
eae al i i eee . Fi ee a aed erst 5 
= : 1 ccenneenomeset RL f i hae 
i v ~~ 
Pao t a | . a i 
as — i aa. 
, a | slau 
eer 
E ge inl b 
ar ish Me i 
| a aed 
| ee 
rae a fe 
: a pis “i 
ig si ae 
_ ha coma 
3 ee Wy, f A Seas 
it is Ss 
1931 : 
ectric | , 
- sold 
erage ' — so | 
shers, hae : 
ek in 
ld at : | ey : a ee 
ectric : . 
with . | | 
t are . . 
omen i 
e the = 
abor- 
ason- : 
2llons = 
° are 3 , 
a | oan Be | 
; out 
water a —_ D> P| 
past 
on . 
. : .! Ae 5 , 
— = Pe ae 
ain 
\ a —— | 
> Fo eee j ie & 
ae “ie gen te Bed ee eee * : , Se ; " ; i as etic ih ’ ~ : ee ok } a - 
Saw 8 tee oo a oS eee a os te : a A ui sn. - ile sae &. Ti ee piel os eee 
: eS a i ge 
, tei Ue Be os ae aw tee eee J 
: “2 Fat nar eS ’ we : ; oie: ick. 
sa Bet Sie ee. =p sas a a Re ee 
Pre Eee _ >. § ine: 4 ee we ? at ‘ = J ate ee ued ct... e a < => ~ i seg F gems “ - 
= = vee Ee = r ve SZ Ba | #2 fe tar co —— . 2 al 
+ - t 2S - cane ite. i , ae x a ace eu % . poe. + t : ; 
[eS - et eee a's Pare Oe ee qa ee ee as “F 
> 


4 


AIR CONDITIONING & REFRIGERATION NEWS, JUNE 14, 1939 


Business Is Good In Baton Rouge, La. & Appliance Dealers 
Are Getting Their Share Through Intensive Specialty Selling; 
Dealers In Suburbs ‘Invading’ Durham, N. C. Market 


By Phil B. Redeker and Robert M. Price 


Baton Rouge, La. 


Conditions are such in_ the 
Louisiana state capital that a mod- 
ern Horace Greeley might counsel 
young men to “Go South.” Baton 
Rouge citizens claim that their city 
has about doubled its population in 
the past five years, and that the 
influx of new industry which helped 
this population spurt is still con- 


(1) Keynote of the operation is the 
spirit of cooperation fostered among 
the personnel. Mr. Glueck makes it 
a point to try to talk to each pros- 
pect the salesman brings into the 
store, to help the salesman close 
him. Under a card system the sales- 
men are protected on their prospect, 
but they try to close another man’s 
prospect just as hard as they would 
their own, because they know the 
other man would do the same for 
them. This results in a lot of sales 
that might otherwise be lost through 


wants.” That’s why he carries two 
lines (General Electric and Stewart- 
Warner), and why he has a variety 
of financing plans (‘let the customer 
pay for it like he wants to’). 

Trade-ins? Mr. Pooley has a sys- 
tem for that problem too. He has a 
“low-priced”’ special on which he has 
apparently boosted the list price, 
and he does all his trading on this 
particular box—he has a lot of 
leeway. 

Sometimes he may even go so far 
as to lose money on a trade. The 


tinuing. the indifference of salesmen to such | reason? “It’s good advertising to 

This growth in the market has | prospects. say that you gave better on the deal 
helped refrigerator dealers tremen- (2) Salesmen concentrate on a | than your competitor. Chances are 
dously, of course, but it must be said | particular appliance. Occasionally | the man who heard it won’t be quite 


of them that they have not been 
caught napping. Comparing the 
operations here with those in many 
other communities, an _ observer 
could not help but noticing that the 
majority if not all the dealers in 
Baton Rouge are using intensive, 
specialty selling methods, sending 
men outside to canvass and sell, 
rather than trying to lure buyers 
into the store with trick bargain ad- 
vertising and promotion. 


Dalton’s— Where 


Volume Increases 


A department store, Dalton’s has 
an appliance department which has 
consistently shown an improved sales 
picture year after year. 

Much of the department’s success 
is due to the able management of 
Louis Glueck, who directs the activi- 
ties of the department with con- 
siderable intelligence, and who tries 
to follow all the tested methods of 
appliance sales promotion besides 
trying a few of his own, with the 
result that this consistent, planned 
effort brings an improved sales vol- 
ume each year. 

Business has been good with 
Dalton’s this year; sales were ahead 
for the first quarter, and April ap- 
peared to be stacking up on even 
terms if not better with April, 1938, 
which Mr. Glueck indicated was 
about the best month that Dalton’s 
had enjoyed in the appliance busi- 
ness. 

C. J. Bahm, star salesman of the 
organization, who was the first man 
in the country last year to make 
his quota for the Frigidaire B.t.u. 


they may sell others, but generally 
speaking they stick to the one item. 


(3) Prospects are followed up sys- 
tematically. A Master Prospect list — 
is worked over continually by ’phone 
and personal contact. Lists of users 
are maintained by appliance and by 
year of purchase, and salesmen are 
urged to make frequent follow-up of 
the lists. 

(4) All kinds of advertising and 
sales promotion methods are _ used, 
and Mr. Glueck has one window of 
the store in which an appliance dis- 
play is kept at all times, and he also 
has a “spot display” near the eleva- 
tors at all times. He has found club 
demonstrations particularly effective 
in getting names of prospects, and 
his rules for conducting them are 
(a) pay a good price for the names, 
they’ll listen better; (b) give a bonus 
for major appliances sold from such 
names within 30 days of the demon- 
tration; (c) keep the kind of people 
that come to demonstrations under 
control (adults and _ householders 
only); (d) try to have the demon- 
stration in the store, so that the 
women will have a chance to look 
around and inspect the displays. 

(5) A flexible plan on terms to 
give each customer the arrangement 
most satisfactory to him. The store 
handles its own paper. 


Fast Selling Methods 
Keep Sales Brisk 


New link in the chain of appliance 
stores operated by Household Appli- 
ance Co., which has its headquarters 
in New Orleans, is the Baton Rouge 
store managed by M. N. Pooley. 


so tough.” 

New in the city, the store is using 
both newspaper and radio advertis- 
ing to attract the attention of pros- 
pects. But the principal promotion 
stunt is a prize-drawing, in which 
appliances are given away, which is 
conducted right in the store, so that 
the prospects have to expose them- 
selves to the salesmen in order to 
get a chance at the prizes. 


Marks Tells Why Small 
Dealer Is Endangered 


“The manufacturers—or the Fed- 
eral Trade Commission—or both, are 
going to have to take some steps to 
keep the small appliance dealer in 
business,’”’ declares Melvin L. Marks, 
manager of Baton Rouge Radio & 
Electric Co. 

“The many forms of unfair com- 
petition that are piling up on the 
dealer are making it almost too 
tough for him to sell refrigerators,” 
Mr. Marks continued. 

Asked to specify just what was 
unfair about his competition, Mr. 
Marks detailed the following: 

Time-payment plans. The finance 
companies limit him to a 10% down 
payment and 30 months terms, while 
the local power company, he claims, 
makes sales on a 5% down and 36 
months to pay basis, while depart- 
ment stores carrying their own paper 
may be even more liberal—especially 
if there is any kind of a fight for 
the sale. 

Utility merchandising methods. 
According to Mr. Marks, the utility 
is not interested in making money 
from its appliance merchandising, 
but merely wants to put as much 


Billy Rose’s Aquacade 


House of Magic at the Fair. 


(New York World’s Fair) 
surprisingly good swimmers. They can also fry eggs, as you can see 
for yourself in the bottom picture, where they are about to fry one 
electronically in a bowl which “floats in space” in the General Electric 
Bill Gluesing of the G-E exhibit (top picture) 


Research Is So Fascinating 


showgirls are 


“Quota Club,” national salesmen’s These stores apparently work on | load upon its lines as possible, in as 

organization, is on his way to repeat- | an oldtime, fast promotion, high | fast a time as possible. also managed to find time to show a sun motor to the swimmers. 
ing his record this year, and M. S. | speed, specialty selling basis. The Since the utility’s salesmen work larg 
Morgan, another star salesman and | store occupied is big and fancy, the | on a salary, the dealer continues, | Mislead the buyer into expecting a | men busy on a “specialty” outside giant’ 
B.t.u. “Quota Club” member, is | selling methods used are fast and | they are interested in only one | 8uarantee on the whole refrigerator | selling job. credi 
also on his way to making another | fancy, but the point is that members | thing—making a certain number of | for five years (if anything goes Stirling-Doherty prefers not to How 
record showing. of this organization still believe in | unit sales, no matter what sort of a | Wrong, they want it fixed free of | compete for the type of business in fully 
The complete story of Dalton’s ap- | going out and selling appliances, and | price they may get for the refrig- charge), and the amount of red tape | which a customer wants the refrig- Offer: 
pliance selling methods were de- | as a result, Mr. Pooley declares that | erators. that a dealer must go through (get- | erator for “no down payment, and good 
scribed in a. story in the June 7 issue, | business has been pretty brisk. Guarantees. Two principal things | 8 4 affidavit from the customer, | three years to pay.” Since the com- crack 
but just to give some of them in Mr. Pooley is a “trader.” His | wrong with guarantees, in the view- | t¢:) in order to get his costs when | pany handles some of its own paper, Th 
outline form: motto is “give the customer what he | point of Mr. Marks, are that they | he does replace a unit in the guar- | it sifts out the bad credit risks as papel 
antee period. carefully as possible, and tries to syste 
=i snnemmmiemaned “Why even when they chip the | take only those jobs on which 4 essar 


_to Make Sales 


finish they want you to fix it up for 
them,” declared Mr. Marks in de- 
scribing the user’s attitude, built up 
by a misleading conception of the 
guarantee. 


profit will be realized—for good. 


Durham, N. C. 


“About the only thing to do is to Jus 
| | i Pai ask them if they would expect an “Sneak-thief’ dealers coming into deale; 
H AS W H ATT TA K E S or ea ers O ay automobile dealer to fix a fender the local territory from surrounding on th 

ae they dented in during the 90-day | nan towns to take sales away from made 

guarantee period on a car. They | jocal dealers by offering “real price Sales, 

know that they can’t expect any reductions” are causing demands by erato1 

such service from a car dealer, why Durham. N. C. dealers for a closer & Co 

@€ Combustioneer officials @ Precision-built quality that should they expect it from a refrig- policin py distributors the ¢ 
were pioneer dealers in auto- prospects can see and appre- erator dealer?” ‘omy aes are taken right from “busi 

Manufacturers must make up their under the noses of the local dealers order 


matic coal heat. From actual 
selling experience they know 
what prospects want in an 
automatic coal burner. That’s 
why Combustioneer has what 
it takes to make sales today. 


ciate. 
@ Prices that make Combus- 
tioneer the ‘‘buy’’—the big 
value of the year. 

@ Mail the coupon today for 
Combustioneer’s new Profit 


; mind as to whether or not they want 
| the small, specialty dealer to stay in 
business, thinks Mr. Marks, and if 
they do, they better figure out ways 
to help the dealer—at least to put 
him in a more competitive position. 


by these border-line operators, who, 
according to the report, are content 
to sell at a very small mark-up. AS 
there is a marked tendency for tis 
year’s buyers to jump at low-price 


@ Eye-appeal—loads of it! Plan—including Package Price “bait,” the stolen sales are mounting Mi 
@ Exclusive features that with controls and localized and the Durham dealers are nye bright 
dramatize Combustioneer’s sales helps. Make more sales Although complaints of not being 
superior heating and money- with Combustioneer this 25% Increase Rep orted able to Seesaana with the terms od ng 
saving advantages. season. a the utility were registered by som : 
By Stirling Doherty dealers, fs C. Goodwin, manager of th 
ere THK KKK Longtime General Electric dealer, | new business for vt gyal - a hone, 
the Stirling-Doherty Co. is findin Service Co., countered wi | 
MAIL THIS TODAY _ business good this ene, an tomenan opinion that his company feels eo 
1 COMBUSTIONEER DIVISION, The Steel Products | of about 25% being shown in appli- | “that there is a place in the mer hes ts 
' er a, oe Dakota Ave., | ance sales for the first 3% months. chandising picture for both - erator, 
Send ion to: | The company’s many years in the | dealer and the utility; and if a. Ther 
SEEP Gee GeNpETER tee business, plus the fact that it handles | erly handled, can be made to WF triger. 
DB Riccsancccpennectnnnscsecenesnessoncacnsosse a complete commercial refrigeration | to the advantage of both.” “'~ 
: and air-conditioning line, provides a As proof of his statement, = hence 
; Address... --.-.--.--.-----+-----+----+--------- somewhat stable flow of business, | Goodwin stated that the utility for md 
il eee but the firm keeps a number of sales- (Concluded on Page 5, Column 1) 
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Utility Official Thinks Dealers’ Criticism 
Unfair; Price-Cutting Tactics Decried 


(Concluded from Page 4, Column 5) 
rogram of dealer cooperation in- 
cludes promotional advertising and a 
yariety of other sales aids to dealers. 
All electric ranges sold by dealers 
are serviced by the utility during the 
free-service period. Entrance lines 
and sivitches are installed on all 
ranges sold on Durham _ Public 
Service lines without charge. 

This spring a “bargain package” 
merchandising plan was offered to 
dealers. The package included four 
electrical appliances—a General Elec- 
tric radio, @ six-way I.E.S. floor 
lamp, 2 Westinghouse iron, and a 
Silex coffee maker. Regular price of 
this combination was listed at $56.10; 
the sales price was $29.95. These 
items were Offered to dealers and 
they were to receive 17% on the 
sale. 

Dealers were not required to buy 
the items, but merely to stock them. 
The $2.85 down payment, and the $2 
a month instalments were paid at 
the utility office. Dealers merely 
sold—and collected their percentage. 


‘Suburban Dealers 


Grab the Sales’ 


Blunt and to. the bitter point was 
the information on the refrigerator 
market heard at the R. E. Quinn 
Furniture Co. “Business is not so 
hot,” said Mr. Quinn, “and the rea- 
sons are plain. There is a prevalence 
of price cutting here that makes the 
sale of refrigerators extremely hard 
if the dealer wants to make any 
money. 

“Not only do the dealers in town 
make it tough, but every little dealer 
for miles around sticks his hand in 
to grab the local appliance plums. 


“The way things have been going, 
after I get rid of my present stock of 
refrigerators I don’t care if I ever 
sell them again,” he finished. 


Flexible Credit System 
Helps Myers’ Sales 


At the Myers Appliance Store 
(this company has outlets in Durham 
and Greensboro) sales were reported 
as better than last year up to the 
first of May. This store has sent its 
salesmen back on the old cold can- 
vass to catch the spring business. 


To sweep in the low-income buyers 
the store carries a cheaper box, sold 
under the trade name “Allied.” 
Regular line is Frigidaire. Because 
many of the buyers are in the low 
income brackets (Durham having a 
large number of mill workers in the 
giant textile and tobacco factories) 
credit must be carefully checked. 
However, when this credit is care- 
fully established, the Myers store 
offers a low payment, which is a 
g00d way, they feel, to get the first 
crack at this type of buyer. 

The store also carries its own 
paper, making a more flexible credit 
system, which, it is said, is most nec- 
essary to meet the local conditions. 


‘Business Is Humming 


At Mail-Order Houses’ 


Just to check on the stories of 
dealers in almost every city visited 
on this survey, as to the big gains 
made in mail-order refrigerator 
Sales, a call was made on the refrig- 
erator department at Sears, Roebuck 

Co. _Here the manager bore out 
the opinions of other dealers that 


business is humming at the mail- 
order houses.” 


Blackwood’s on Lookout 
For Appliance Man 


a be a good chance for a 
BI = young appliance manager at 
‘ackwood 8, Inc., local store, for 
i ge on the lookout for a man 
gy charge of their new refrig- 
sg department when we called 
norte Hotpoint and Gibson refrig- 
on oes are carried. Blackwood’s is 
has tu Omobile accessory store that 
on ted to the selling of refrig- 
oo as an extra line. 
; apparently believe that re- 
neerators cannot be handed “over 
ne. like parts and tires; 
for oe '¢ Search for a man to search 
"igerator prospects. 


Profits In Pianos 
Attract Salesmen 


Where a store is selling two main 
items and one offers the salesman a 
good profit and the other does not, it 
is plain to see on which item the 
most selling time will be spent. In 
the case of W. R. Murray Co., 
Hotpoint and Westinghouse dealer, 
the profit item is pianos; the non- 
profit item refrigerators. 

Last year about 75 refrigerators 
were sold, always with an eye to 
maintaining price, according to the 
appliance manager. It was also 
charged that the distributors sell 
direct, especially on apartment house 
deals. On one particularly good 
deal the one distributor “advised” 
the dealers not to go over 10% 
mark-up if they wanted to have a 
chance at the sale. 


Stephenson Hardware Named 
Dealer For Kelvinator 


CHESTERFIELD, S. C.—Stephen- 
son Hardware Co., owned and man- 
aged by E. E. Stephenson, has been 
appointed Kelvinator dealer in this 
territory. 


Westinghouse Restores 
Pay Cut To 8,700 


EAST PITTSBURGH, Pa.—Im- 
proved business brought full restora- 
tion of pay reductions for 8,700 
salaried Westinghouse employes on 
June 1. 


Employes affected have been re- 
ceiving 90% of their base rates since 
June 1 last year, when reductions 
were made in a retrenchment move 
against falling business at that time. 
Salaried workers getting less than 
$125 per month were restored their 
full rates six months ago. 


The company’s wage and salary 
plan, from which all employes re- 
ceive extra monthly pay, based on 
the average profits of the three 
months preceding, will continue to 
function. Under this plan, employes 
have received extra pay each month, 
except one, for the past three years. 


Donovan Leaves Nema For 
Owens-Corning Post 


TOLEDO—C. R. Donovan has re- 
signed as representative of National 
Electrical Manufacturers Associa- 
tion’s business development activities 
to join Owens-Corning Fiberglas 
Corp. here. 

In his new position, Mr. Donovan 
will assist in developing applications 
and broadening acceptance of ‘‘Fiber- 


glas.” 


When Business Starts Lagging, Dealer Bets Salesmen 
He Can Produce & Does—With Scientific Selling 


By Robert M. Price 


DES MOINES, Iowa—Every time 
he gets fed up with the way his 
appliance business is going, or the 
way his salesmen are producing, Joe 
Shinner, proprietor of Home Equip- 
ment Co., Norge dealer, goes out on 
a cold canvass of his own. 

What’s more, he bets his salesmen 
that he can produce a sale within a 
certain period in any neighborhood 
they pick. And he makes the sale, 
for showing salesmen the way is Mr. 
Shinner’s business hobby. He be- 
lieves in “scientific selling,” and 
surrounding himself with salesmen 
who can make selling a science. 


To be father of this type of sell- 
ing is Mr. Shinner’s idea of a good 
sales manager. What is needed, he 
thinks, is a sound background of 
sales training. Although he has 
spent 11 years in the appliance busi- 
ness, he says he’s “only starting to 
learn the fine points.” Reaching in 
his desk, he hauled out about 
five well-thumbed books, prominent 
among them Dale Carnegie’s “How 
to Win Friends and Influence People,” 
and Dave Colcord’s “Yourself.” 

“A lot of people laugh at these 
‘sell yourself’ formulas,” said Mr. 
Shinner, “but if the salesman today 
would absorb a few of the obvious 
truths of sales psychology contained 
in these books, he wouldn’t be hold- 
ing an empty bag. 


“I don’t know sales psychology, 
but I’m learning, and the men who 
work for me must learn with me.” 
Every morning he holds a sales meet- 
ing, in which each sales call of the 
previous day is reviewed and studied 
to learn what method was used— 
and improvements suggested from 
experience or “book learnin’.” 


Joe Shinner got the idea of for- 
getting facts and selling from the 
heart from an experience he had. 
One day a ragged chap blew in the 
store and asked for a job. What did 
he know about appliance selling? 
Nothing. But he pounded the desk, 
exhibited a broad smile, and insisted, 
“Mister, I can SELL.” 

And without any knowledge ex- 
cept how to win people over, he went 
out the next week and did such a 
job of selling that Mr. Shinner 
thought he had found a walking 
gold mine. 

Then, without warning, this wan- 
derer disappeared. He served his 
purpose, because Mr. Shinner never 
forgot that this man sold, armed 
with absolutely nothing except a 
sincere conviction that he could. 

Home Equipment Co. hasn’t a big 
store—not yet. At present it is 
housed with an independent service 
shop. Service customers build up 
the floor traffic for the appliance 
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Every Brunner Unit is tested for Underwriters’ Laboratories Approval and Carries the U. L. Seal 


It is significant that Brunner refrigeration units are protected 


by bronze bearings at all rotating points. For here, viewed 


from the standpoint of long-time service, are vital points of 


construction ... Not relying alone on their own knowledge of 


bearings, Brunner engineers carefully reviewed the research 
findings of the United States Bureau of Standards—the meth- 


ods to improve the physical properties of bearings by alloying 


bronze with other metals. After extensive study and practical 


tests, the present Brunner bronze bearings were developed— 


store. 
~ 


exceptionally hard, tough, wear-resistant... This, you may say, 


is but a detail. We say: check other Brunner details of con- 


struction! Throughout the entire Brunner design you will find 


the same well-thought-out engineering, all pointing to that 


dependability for which the Brunner is recognized ... Brunner 


refrigerating and air conditioning equipment includes air and 


water cooled condensing units from 4 H. P. up to 15 H. P. 


for all types of installations. Catalog promptly on request. 


Brunner Manufacturing Company, Utica, N. Y., U. S. A. 
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Clit Conditioning 


Improvement of Pig Iron Is Believed 


Obtainable With 


WOODWARD, Ala.—Control of 
moisture in the air supplied to a 
blast furnace of the Woodward Iron 
Co. here, for the purpose of produc- 
ing greater uniformity in pig iron, is 
a move watched by iron and steel 
manufacturers throughout the coun- 
try to determine if this method is 
successful from an economical and 
practical standpoint. 

Pig iron is reduced from ore in 
huge blast furnaces which are often 
more than 100 feet high. Ore is 
carried to the top of the furnace by 
means of an open elevator, and 
dumped into an opening provided for 
this purpose. Quantities of coke or 
charcoal are mixed with the ore to 
provide products of combustion which 
serve to reduce the ore to a molten 
mass. Air is introduced at intervals 
in the process to supply the oxygen 
necessary for complete combustion. 

Refrigeration and air-conditioning 
equipment is used to control the 
moisture content of the air used 
during the ore reduction process. 
Twenty-seven hundred tons of air 
are cooled each day to a predeter- 
mined dewpoint, then heated to a 
temperature of 1,000° F. with no 
water added. 

A daily average of 20 tons of 
water are removed from the air. 
The conditioned air is then blown at 
a pressure of from 5 to 30 lbs. per 
square inch into the blast furnace. 
At this point in the process the fur- 
nace emits smoke and flame through 
the hopper at the top, lighting the 
sky for miles around. 

At the end of the melting process 
molten ore is drawn from the fur- 
nace by workmen, who knock out a 
specially constructed clay plug near 


Humidity Control 


the bottom. The ore flows down 
core sand channels into sand molds, 
where it hardens into elongated bars 
known as “pigs.” The quality of the 
pig iron is known to have a direct 
bearing on the quality of castings, 
malleable iron, or steel made from 
the crude iron. 

This installation was given recog- 
nition in the June 12 issue of Time 
magazine, in the following article: 

“In Woodward Iron Co.’s_ plant 
near Birmingham, Ala., a huge 
centrifugal refrigerating machine is 
being installed alongside a_ giant 
dehumidifier cased in concrete. This 


_ installation, first of its kind, is being 


hooked up, not to any building but 
to Woodward’s fiery blast furnaces 
where the 57-year-old company can 
turn out enough iron (annual ca- 
pacity 450,000 tons) to make it the 
second largest southern merchant 
producer (“merchants” produce pig 
iron for sale to foundries, mills). 
“Pig iron makers have tried for 
years to turn out a uniform quality 
iron. Till now this has depended on 
the varying accuracy with which 
blast furnace attendants, watching 
the flame through peep-holes, regu- 
late the forced flow of air whose 
moisture was at the mercy of the 
weather. With the new Carrier out- 
fit, already proved experimentally, no 
flame regulation will be necessary; 
it can condense an average of some 


-20 tons of water out of Birmingham 


Valley’s smoky atmosphere daily, 
feed air of constant low humidity 
into the furnace. If successful, the 
new air-conditioning trick will re- 
move one more human element from 
smelting, make pig of new _ uni- 
formity.” 


First Complete Air-Conditioning System Is 
Installed In Paterson N. J. Dept. Store 


PATERSON, N. J.—Refrigerating 
machinery capable of producing 
daily cooling equivalent to that given 
off by the melting of 434,000 pounds 
of ice in 24 hours, and some 14% 
miles of ductwork are convincing 
arguments in support of the claim 
that Meyer Bros., is the first com- 
pletely air-conditioned store in these 
parts. 

Each of the store’s five floors is 
divided into two or three zones, so 
that constant comfort conditions 
may be maintained regardless of sun 
or heat load caused by large crowds. 

Air can be diffused so rapidly that 
a complete change of air can be 
effected every 15 minutes. 

Use of an evaporative condenser 


on the job, it is claimed, saves 
enough water every 90 minutes to 
fill a 25 x 50-foot swimming pool to 
a depth of 4 to 8 feet. 

In winter, the system provides 
correct humidity conditions and heat 
control. Regulation of humidity is 
accomplished through use of large 
dampened surfaces in the air-condi- 
tioning units. This equipment, used 
in series with air filters, also aids 
in maintaining cleanliness of air. 

In addition, the system provides 
for seasonal regulation. Reheat is 
provided in connection with the 
cooling, so that comfort conditions 
may be maintained during between- 
season periods, and on unseasonably 
cool and humid days. 


Conditioning Takes 
Exhibitions Are 


CHICAGO—Air conditioning took 
the public eye here last week when 
the annual exhibit, sponsored by the 
Commonwealth Edison Co. and held 
in the company’s building, opened 
simultaneously with an exhibit held 
in connection with the Heating, 
Piping & Air Conditioning Con- 
tractors’ national convention at the 
Drake hotel. 

Large display advertisements in 
the Chicago daily papers announced 
the utility company exhibition, which 
was divided into three sections, com- 
mercial air conditioning, room 
coolers, and attic ventilation. Com- 
mercial displays were located on the 
second floor of the Commonwealth 
Edison building, while the other 
exhibits were found in the first floor 
appliance sales department. 


ROOM COOLER SALES UP 


Room cooler sales made in Chicago 
by the utility are 50% higher than 
last year, according to G. G. Freyder 
and G. D. Weatherbee of the retail 
sales department. Mr. Freyder re- 
ports that the public is interested in 
(1) price, and (2) size, in the selec- 
tion of room cooler equipment. 
Present tendency is to favor small 
units which are low in price, Mr. 
Freyder said. 

Units sold by the Commonwealth 
Edison Co. at retail are as follows: 
Westinghouse %-hp. air cooled 
(prior year model) $224.50; Frigid- 
aire % hp. air cooled $419, water 
cooled $359; Philco-York 1% hp. $151, 
% hp. $281, % hp. $440; Kelvinator 
1% hp. $285, 1 hp. $415, 1% hp. water 
cooled $535; Carrier %hp. $269.50, 
% hp. $425, and % hp. (prior year 
model) $324.50. 

The company has installed a num- 
ber of Philco-York %%-hp. units 
mostly in the small operating rooms 
of dentists, and users report that 
operation to date has been satisfac- 
tory. Care is being taken that the 
units are not overloaded when appli- 
cations are made, Mr. Freyder said. 


OUTSIDE SELLING NECESSARY 


A six-man crew is employed in the 
sale of room coolers by the utility. 
Last year the company attempted to 
sell this type of equipment by means 
of floor display only, but found that 
prospects for room coolers will not 
“walk in and buy,” but must be con- 
tacted in their own offices. Sales- 
men for the company canvass down- 
town office buildings and contact the 
offices of all professional men in the 
city. A number of sales in residences 
have resulted from this method. 


Since Jan. 1, 1939 it has been 
necessary to take out a city permit 
for the installation of room coolers 
in Chicago, units under %-ton re- 
qiuring payment of a $1 fee and 
units from % to 1% tons a $6 fee. 
In addition, room coolers must be 
equipped with a safety relief valve 
which costs approximately $9. Elec- 
trical regulations in Chicago permit 


OSSEY 


Fortified and endowed by Nature to ideally with- 
stand the most severe corrosive conditions, 
Hussey Pure Lake Copper is a “natural’’ for Air 
Washers, Blowers, Coils, Ducts, Tanks, and other 
similar units required in modern air conditioning 
systems— where permanence of installation and 
trouble free service are of paramount importance. 

That is why Hussey Pure Lake Copper enjoys 


Purelake COPPER 


—— Copper HUSSEY | 


such rating among air conditioning engineers 
and contractors throughout the industry,—why it 
always pays to insist on Hussey Pure Lake Copper 
—the standard of quality for more than 90 years. 


Cc. G. HUSSEY & COMPANY 
(Division of Copper Range Co.) 

Rolling Mills and General Offices: Pittsburgh, Pa. 

Warehouse Stocks in the Principal Cities 


When you visit 
the New York 
World's Fair be 
sure to see the 
Educational Ex- 
hibit sponsored 
by the Copper 
and Brass Indus- 
try in the Metals 
Building. 


Public Eye as Two 
Held In Chicago 


“plugging in” all air-cooled models 
(so long as the circuit is not over- 
loaded) but require standard thin- 
wall conduit hook-ups on water- 
cooled units. All room coolers are 
subject to inspection by a refrigera- 
tion inspector, electrical inspector, 
and if water cooled, by a city plumb- 
ing inspector. 

Promotion of commercial air con- 
ditioning in Chicago is handled by 
Knight C. Porter and Wm. P. Rock, 
who were in charge of the com- 
mercial exhibits. The company does 
not sell commercial air-conditioning 
installations, but only assists the 
trade in securing prospects and 
effecting sales. 

Exhibitors of commercial equip- 
ment at the Commonwealth Edison 
Co. show included Westerlin & 
Campbell (York), Airtemp Sales 
Corp., Standard Air Conditioning Co., 
Murphy & Miller (Kelvinator), Air- 
gard Corp. (window ventilators), 
Fairbanks-Morse & Co., General 
Electric, Frigidaire, Baker, Midwest 
Equipment Co. (Frick and the Leak 
Alarm), Kroeschell Engineering Co. 
(Westinghouse), General Refrigera- 
tion Co. (Lipman), and Air Comfort 
Corp. (Carrier). 

All of the exhibitors featured 3 
and 5-ton store cooling units, but 
some room coolers and window venti- 
lators were shown in the commercial 
air-conditioning exhibit. 


ATTIC VENTILATION 


An exhibit of attic ventilating and 
pedestal type fans revealed a num- 
ber of interesting developments in 
this field. One of the most important 
was three new Ilg units, exhibited by 
the Ilg Electric Ventilating Co. of 


Chicago. The smallest of these fans, 


known as the Ilg “Rollaire,” is 
mounted on a chrome plated steel 
pedestal which is fitted with casters. 
Purpose of the fan is to exhaust air 
from an open window in any small 
residence or apartment. The unit 
may be easily moved from room to 
room. Capacity is 1,950 to 2,600 c.f.m. 
depending on motor speed. Price of 
the Ilg Rollaire is $99 in Chicago. 

Two other Ilg units of similar con- 
struction are built for use in attics. 
These fans do not have housings, but 
are allowed to run free near a 
louver covered opening in the end of 
any attic. Capacities range from 
3,080 to 7,600 in the two models, de- 
pending on motor speed. Price of 
the units is $108 and $135 installed. 


ACTIVE MARKET 


All motors used on the Ilg Rollaire 
and attic ventilating units are totally 
enclosed ball-bearing units, similar 
to those used by the company for 
wall-mounted ventilating fans. 

Miss Ann O’Neal, who was for- 
merly associated with Apex, Conlon, 
and Bendix in the demonstration of 
home laundry equipment, and who 
now sells Ilg ventilating equipment 
at retail in Chicago, reports that an 
active market exists for this type of 
equipment. Miss O’Neil left home 
laundry demonstration work to sell 
attic ventilation, because fans of 
this type are now being sold to a 
high income group and sales resist- 
ance is less, she believes. 


Other exhibitors at the utility 
ventilation show, which was under 
the supervision of Roger B. Kellogg 
of the company’s lighting sales de. 
partment were: Hunter Fan & Venti. 
lating Co. of Fulton, N. Y.; Westing- 
house (office fans); Wagner Electric 
Co.; American Blower Corp.; Gen- 
eral Regulator Co. of Chicago: 
Airmaster Corp.; Reynolds Electric 
Co. of Chicago (featuring a pedesta) 
fan with air delivery directed towarg 
the ceiling); Autovent Fan & Blower 
Co. (large attic fans); Genera) 
Electric Co.; Robbins & Myers, In-- 
Air Controls, Inc. of Cleveland 
(Rex-Airate); and Airgard Mfg. ©, 
of Chicago. 


HEATING AND PIPING SHOy\y. 


Exhibits at the Heating, Pip|, 
& Air Conditioning Contracto: 
national convention at the Drs: 
hotel were dominated by the heating 
industry. Members of the assoc':- 
tion, guests, and friends of the .»- 
ganization attended the exhibits 
which were open during the four-: Ly 
convention. 

Considerable interest was shewn 
in the exhibit by steamfitter «p- 
prentices from the Washburn TT) «de 
School, showing work that has 
been done by students who are 
learning a trade under the prog:am 
sponsored by the Chicago Heaiing 
& Piping Contractors, the Chicago 
Master Steamfitters Association, and 
the Chicago Board of Education, 
Cash prizes were awarded to three 
students from the school following a 
competitive examination on heating 
and air-conditioning practice. 


20g 


MANY EXHIBITORS 


Exhibitors at the Drake hote! ex- 
hibition included: American Blower 
Corp.; American Radiator Corp,; 
Bell & Gossett Co.; C. H. Bevington 
Co.; Carrier Corp.; Chicago Master 
Steamfitters Assn.; Chicago Pump 
Co.; Clarage Fan Co.; Commercial 
Investment Trust, Inc.; Compressed 
Industrial Gases, Inc.; Crane Co. 


C. A. Dunham Co.; Eddy Stoker 
Co.; Fitzgibbons Boiler Co.; Grinnell 
Co.; Hoffman Specialty Co.; Ilg 
Electric Ventilating Co.; Illinois 
Engineering Co.; Insulation Con- 
tractors’ Association of Chicago; 
Johnson Service Co.; Kewanee Boiler 
Corp.; McDonnell & Miller; Mercoid 
Corp.; Minneapolis-Honeywell Regu- 
lator Co.; Modine Mfg. Co.; Murphy 
& Miller, Inc. (Kelvinator); Oil 
Burner Association Members of 
Chicago Master Steamfitters Associa- 
tion. 

Barney Olson; Peoples Gas Light 
& Coke Co.; Powers Regulator Co.; 
Sampson Electric Co.; Sarco Co., 
Inc.; Stannard Power Equipment 
Co.; Steamfitter Apprentices Wash- 
burn Trade School; Stevens Root 
Co.; Trane Co.; Warren Webster & 
Co.; Weil-McLain Co.; Young Radia- 
tor Co.; Edgar T. Ward Co., Inc. 


New Room Cooler Dealer 


Installs One In Office 


ROCKINGHAM, N. C.—Practicing 
what it preaches, Hallum Furniture 
Co., newly appointed dealer for York 
room coolers, has installed one of the 
units in its own office. The firm 18 


also sending out 500 mailing pieces 
on the cooler line, and intends to 
follow these up with personal calls. 
Mr. Vick is manager of the store. 
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Am PLOW THROUGE FLASH COOLER 


FLASH COOLER 


HIGH HUMIDITY COIL... 


NO food SHRINKAGE 


Cold air DESCENDS VERTICALLY from each row of coils... through individual drip pans 
RIFLING ADDS 30% TO THE EFFICIENCY...LOWER OPERATING cost 
BUY PEERLESS FOR PERFORMANCE 
Ask your jobber for details or write for new catalog 


PEERLESS or AMERICA, 1c. 


MIDWEST FACTORY, GENERAL OFFICES — 515 W. 35TH STREET, CHICAGO 
NEW YORK FACTORY PACIFIC COAST FACTORY SOUTHWEST FACTORY EXPORT x 
43-20 34th STREET 3000 SOUTH MAIN ST. 80 
LONG ISLAND CITY LOS ANGELES, CALIF. 


Division 
2218 N. HARWOOD ST. P. 0. oe. 
DALLAS, TEXAS DETROIT, ™ 
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Distributor - Dealer Doings 


‘ 
Knoxville Salesmen 


Become ‘G-Men’ In 


Drive To Bust Notorious ‘Quota Gang’ 


K‘TOXVILLE, Tenn.—The dragnet 
is our for appliance prospects in the 
spring “Man Hunt” sales drive being 
sporsored by the City of Knoxville 
Electric Department in cooperation 
with dealers and distributors. 

Following dealer quotas have been 
set for the drive: 


—-— 


Number Estimated 
Unsold Dealer Sales 
Customers (3 Months) 


Appl ance 

Refrie eratOP® ssceeees 13,000 900 
aless sob nesneseoee 22,000 800 
Water Heaters ..... 26,000 285 
StokerS ..+eeeeseeees Unknown 15 
Attic, Furnace Fans Unknown 65 


~ Knoxville Electric Department will 
back up the campaign by preparing 
and distributing 27,000 bill inserts 
each month on the value and use of 
appliances, will open its show win- 
dows for dealer displays, will have a 
home service department member 
call on every purchaser of an electric 
range, and will conduct cooking 
schools and water heating talks and 
demonstrations for dealer salesmen. 

The utility’s “traveling kitchen” 
was remodeled, and two cooking 
schools per day will be held in rural 
territories. Both urban and rural 
communities will be combed by the 
utility's sales force, and prospects 
will be turned over to dealers. 

Salesmen for the utility have been 
converted into appliance ‘G-Men” 
for the drive, and all have quotas, 
for which points are awarded toward 
a number of prize awards. Quotas 
and points are based on the number 
of sales-leads turned in. Extra 
points are awarded for combination 
appliance sales. 

Girls in the home service depart- 
ment are also entered in the hunt for 
“Quincey Quota,’ qualifying for 


Industrial sales engineers’ will 
concentrate on promoting and sell- 
ing ventilation and air-conditioning 
equipment. Quotas for these sales- 
men are based on the kilowatt con- 
sumption added by their sales of the 
new equipment. 


Entire sales force of the utility is 
organized for the drive as a “police 
department.” All salesmen and sales 
girls started out at the beginning of 
the campaign as “special police” and 
were given a small badge bearing 
that insignia. After a salesman has 
reached 30% of his quota, he is pro- 
moted to a “special officer.” After 
reaching 60% of his quota he be- 
comes a “deputy sheriff,” and 100% 
promotes him to the full rank of 
“private detective.” 


Honor badges will be awarded 
each week to “gang busters,’ sales- 
men securing the highest percentage 
of their quotas. Low men will 
descend to the “junior G-Man” 
classification. Badges must be worn 
in the utility building at all times. 


“Police Court” is held every Tues- 
day morning, where all records of 
sales and prospects are gone over 
with a regular legal procedure. 
Personnel of the court is the police 
commissioner, C. O. “Casual” Car- 
penter, general sales manager of the 
utility; court clerk, ‘“Tiptoe’ Tom- 
bras; water heater stooge, ‘‘Pussy- 
foot” Powers; residential stooge, 
“Weasel” Wood; dealer’ stooge, 
“Audible” Aurin; and home service 
stooge “Liable” Liebeck. 


Total residential appliance sales 
for March was reported as_ the 
highest ever recorded in Knoxville. 
Refrigerator sales were up 35% over 
last year’s sales, range sales in- 
creased 50%, and water heater 


prizes on the basis of sales to pros- 
pects turned in for follow-up. 


sales 150%. 


Slip of Memory Results 
In Another Sale 


CHESTERFIELD, S. C.—It’s hard 
to satisfy Clyde Watson of Watson 
Bros., General Electric and Norge 
dealership here. Not content with 
selling four water heaters in one 
day, he went on to sell four refrig- 
erators the same week. 

And one of these refrigerator sales 
was made under rather unusual cir- 
cumstances. Mr. Watson was de- 
livering one of the refrigerators to 
another town in his territory when 
he discovered that he had neglected 
to bring any cord for connecting it 
up. So he went to the local hard- 
ware store to buy the cord, and 
before he came out he had sold the 
merchant himself a _ refrigerator— 
for cash! 


Employes Stage One-Day 
Drive as Surprise 


FAYETTEVILLE, N. C.—Em- 
Ployes of Quinn & Miller Furniture 
Co., General Electric dealership here, 
recently staged the most successful 
one-day appliance Selling campaign 
in the store’s history as a birthday 
Surprise for Manager M. M. Smith. 

Starting early and selling often, 
the store’s personnel climaxed the 
activities with a steak dinner. 


Kaufmann Named Distributor 
Of Motor Wheel Coolers 


BALTIMORE — David Kaufmann 
_ _cistributor for the ‘“Duo- 
a eater line manufactured by 
pe - Wheel Corp., also has taken 
pre at company’s line of ‘“Power- 

_ Sooling units, starting the ball 
rolling wit} 


1 a three-carload order. 


S. |. Harvin Will Handle 
Westinghouse Line 
MANNING, Ss. G—S. L Harvin, 


] 
mc &utomobile dealer, has been 
ed to handle the Westinghouse 


Willson Elected Head 
Of Frank Wolf, Inc. 


BUFFALO—William C. Willson 
has been elected president of Frank 
W. Wolf, Inc., General Electric dis- 
tributor, in a reorganization follow- 
ing the death of Mr. Wolf. C. Stanley 
Coleman, formerly general manager, 
is executive vice president. 

Other officers are: Mrs. Orpha L. 
Wolf, vice president and treasurer; 
William G. Athoe, vice president; 
and Maude M. Greenville, secretary. 


Sale-a-Day Average Kept 
In Spite of Illness 


MULLINS, S. C.—Standard Elec- 
tric Shop, owned and operated by L. 
W. Platt, and handling Stewart- 
Warner, Kelvinator, and Hotpoint 
appliances, sold an average of one 
major appliance a day during April, 
despite the fact that Mr. Platt was 
ill during part of the month. Even 
under ordinary circumstances, how- 
ever, appliance selling is only a part- 
time job for him, because he also 
operates a service station. 


Lloyd Dimmig To Represent 
Speed Queen In East 


RIPON, Wis.—Lloyd R. Dimmig, 
Philadelphia, has been named direct 
representative for Speed Queen prod- 
ucts in eastern Pennsylvania and 
southern New Jersey. 

General Merchandise, Ltd., To- 
ronto, has been appointed Speed 
Queen distributor in Quebec. 


North Louisiana Appliance 
Moves To Larger Quarters 


RUSHTON, La.—North Louisiana 
Appliance Co. has moved to larger 
quarters in the Rainwater building 
on W. Alabama St. The company is 
Hotpoint appliance dealer, and also 
handles air-conditioning equipment 
for Air Controls, Inc., Dallas, Tex. | 


line in this vicinity, 


J. L. Freeman and Joseph Taylor are | 
co-owners. 


Simon Distributing Named 
To Handle Gale Coolers 


BALTIMORE—Simon Distributing 
Corp., Baltimore-Washington  dis- 
tributor of Hotpoint appliances and 
Motorola radios, has been named 
distributor in the District of Colum- 
bia and certain counties of Maryland 
and Virginia for the Gale line of 
unit coolers. 

Richard D. Iverson has been named 
sales manager of the air-conditioning 
division set-up to handle the new 
line. James H. Simon is head of 
the firm. 


200 Attend Cooking School 
Of Covington Hardware 


CLIO, S. C.—Some 200 persons 
attended the two-day cooking school 
sponsored here recently by Covington 
Hardware. Miss Catherine Gandy 
of Carolina Power & Light Co., con- 
ducted the school; Edgar Jones, dis- 
trict representative of Westinghouse 
Electric Supply, Columbia, S. C., 
spoke on the second day. Prizes 
were offered. 


Monroe Hardware Appointed 
Westinghouse Distributor 


MONROE, La.—Monroe Hardware 
Co. has been appointed distributor of 
Westinghouse commercial refrigera- 
tion equipment in parts of Louisiana 
and western Mississippi. 

The company also handles ‘Mod- 
ernaire” line of air-conditioning 
equipment. 


1,112 Appliances Sold 
On ‘Axel Kahn’ Day 


CHICAGO — Substituting  sales- 
action for words, salesmen from the 
Chicago, Indianapolis, and Rockford, 
Ill. offices of General Electric Supply 
Corp. celebrated “Axel Kahn Day” 
by presenting the head of the Chi- 


‘cago distributorship with orders for 


1,112 appliances, worth $117,104.56 at 
retail. 


Sales made in the special one-day 
drive included 637 Hotpoint refriger- 
ators, 240 ranges, 121 water heaters, 
107 pieces of home laundry equip- 
ment, five dishwashers, and two 
pieces of commercial cooking equip- 
ment. 


Executives and salesmen who 
participated in the drive included 
G. W. Becic, A. J. Lutz, Elias Gallup, 
R. F. Miller, L. E. Buxton, J. E. 
Christman, P. D. Poser, G. W. Orr, 
J. P. McGlinchey, N. J. Siskin, J. E. 
Savage, J. A. Strecker, H. N. New- 
bold, G. K. Olson, F. W. Stranahan, 
Mary Fenton, A. S. Greenberg, H. 
C. Cole, A. A. Auerbach, M. P. 
Kanker, S. E. Smith, John Fellmann, 
M. C. Larson, A. W. Storrs, and 
F. H. Johnson. 


Dauble To Manage Sidles’ 
Appliance Division 


OMAHA, Neb.—J. C. Dauble, Jr. 
has been appointed manager of the 
electrical appliance division of Sidles 
Co., local distributing organization. 
He formerly was with RCA-Victor 
Distributing Co. of Chicago. 


Radios, Refrigerators Lead 


In Carolina Sales 


RALEIGH, N. C.—Radios, refrig- 
erators, washers, ranges, and water 
heaters finished in that order in the 
race for best-selling appliances in 
the territory of Carolina Power & 
Light Co. for the first quarter of the 
year. 

Both dealers and utility shared in 
the sales, but in no instance did 
utility sales exceed 30% of the total, 
any only in the case of water heaters 
did the percentage rise this high. 
Complete figures follow: 


Appliance Dealers Utility Total 
ON eee 4,520 0 4,520 
Refrigerators .. 1,695 43 1,738 
Washers....... 805 0 805 
NS eee 581 167 748 
Water heaters... 211 94 


Clements & Ham Awarded 
Kelvinator Franchise 


LAMAR, S. C.—J. W. Clements 
and H. L. Ham have been given the 
Kelvinator franchise for this terri- 
tory. Mr. Ham runs a drug store 
and also serves as distributor for 
many products; Mr. Clements runs a 
garage and service station. 


Roy Stauffer Store Moves 
Back To Wyoming, Pa. 


WYOMING, Pa.—The Roy Stauffer 
Appliance Store has moved from 
Pittston, Pa. back to Wyoming, the 
town where the Stauffer company 
first got its start. 


YOU NOW CAN SELL AIR CONDITIONING 


COOL: 


@ Only $15.00 down 


© Package Merchandise 
an average-size room 


inches wide. 
e Easy to demonstrate 
e Easy to install 


© No field service 
@ Liberal floor plan 


@ Sensational Low Price 
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PLUS A SMALL 


INSTALLATION CHARGE 


(plus a small installation charge) 


© AWindow-type unit to cool 


e Fits any window over 21 


@ No application engineering 
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stalled as a radio 


3. Smart modern styling 
es wide 


at the touch of a finger 


2.A real air conditioner at a 
price almost anyone can afford 


4. Fits any window over 21 inch- 


5. May be started and stopped 
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The Cool Breeze Room Cooler in a handsome, oriental walnut-finished 
steel case—projects only 12’ from window—is only 12” high and 21” wide. 


FEATURES 
1. Simply plug in—as easily in- 


6. Removes humidity from air 
as it cools 
7. As quiet as a whisper 
8. Easily located and adjusted 
for greatest comfort 
9. Shuts out practically no win- 
dow light 
10. At touch of a finger, room 
may be ventilated 


A LOW PRICE_A FINE PRODUCT _ AND A GREAT NAME BACK OF IT 


- DAYTON, OHIO 


AC-6 


Airtemp Division—Chrysler Corp., Dayton, Ohio 


Gentlemen: —We are interested in an Airtemp 
franchise for the Cool Breeze Air Conditioning 


Unit. 


OF CHRYSLER CORPORATION 


Name mameiidiacd 


Address : 
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| Commercial Re rigeration 


Temperature and Humidity Are the Vital 
Factors In Proper Ripening of Bananas 


Exact Conditions Needed For the Various Selective 
Ripening Processes Described In New Booklet 


NEW YORK CITY—Bananas are 
a perishable product. They are im- 
ported into the United States from 
Central America, Mexico, the West 
Indies, Colombia, and Ecuador. Be- 
cause they require special handling 
and treatment from the time they 
are picked until they are eaten, and 
because the ripening process is of 
special importance, the Fruit Dis- 
patch Co. has issued a_ special 
“Banana Ripening Manual” which 
contains much of interest to commer- 
cial refrigeration sales engineers. 

Refrigeration is essential to the 
banana ripening process at nearly 
all seasons of the year and heat 
must be available at other times. 
According to the booklet, ‘“control- 
ling factors in banana ripening are 
generally recognized to be tempera- 
ture, humidity, and ventilating.” 

Controlled humidity is necessary 
at all times, because ‘experience has 
shown that certain temperatures in 
conjunction with proper moisture 
and atmospheric conditions are nec- 
essary for best results.” 


After harvesting, bananas. are 
shipped on ventilated or refrigerated 
boats to New York and New Orleans, 
and to other Atlantic, Gulf, and 
Pacific ports, where they are un- 
loaded and shipped to interior ports 
by rail. Time elapsed in ocean 
travel is from four to 10 days and 
time in refrigerator cars depends on 
distance to the point where they are 
consumed. 

Because of the difference in size, 
texture, degree of ripeness when 
picked, and other factors, banana 
shipments vary widely in _ their 
ripening characteristics. Handling 
bananas during the ripening process 
is known to be an art rather than a 
science and requires considerable 
skill. (See AIR CONDITIONING & 
REFRIGERATION NEWS Oct. 19, 1938, 
page 33.) 

While experience is the best basis 
for judging how certain shipments 
of bananas should be handled, the 
Fruit Dispatch Co. advances certain 
very important and fundaniental data 
covering the ripening process. 


“Ripening temperature—The most 
desirable temperature range for 
ripening lies between 62° F. and 
68° F. Little, if any, harm appears 
to result to hard green fruit from 
temperatures 5 to 10° higher for a 
half day period or so, if very high 
humidity is maintained. 


REFRIGERATION DESIRABLE 


“This practice is not recommended 
except for refrigerated rooms which 
can be cooled rapidly at the proper 
time, without resort to ventilation. 
Temperatures above 66° F. are not 
recommended for turning or ripe 
fruit. 

“For fast ripening, experiments 
have demonstrated a decided advan- 
tage in raising the temperature quite 
rapidly, even as much as 3° per hour 
until the fruit itself is warmed up to 
the desired ripening temperature. 
Heavy condensation of moisture on 
the fruit during the warming period 
appears to be beneficial and is an 
indication that ample moisture has 
been provided. For holding ripe 
fruit, temperatures not lower than 
56° F. are recommended. 


HUMIDITY CONTROL 


“High humidity in conjunction 
with proper temperatures and air 
velocities is necessary to avoid high 
shrinkage from excessive dehydra- 
tion of the fruit. The amount of 
dehydration is determined by three 
factors: humidity, temperature, and 
air velocity. For ordinary ripening 
temperatures a relative humidity of 
not less than 90 to 95% is recom- 
mended for green fruit. When fans 
are used for circulation, many job- 
bers prefer to run them at slow 
speed only, except when fruit is 
being heated or refrigerated, in 


No. 450 REFRIGERATION CONTROLS— 


every element 


order to keep shrinkage from de- 
hydration to a minimum.” 

When fruit is ripe the humidity 
may be reduced slightly, but not 
below 80%. 

“Ventilation—Bananas during rip- 
ening give off carbon dioxide, an 
inert gas, and in addition small 
amounts of volatile esters. Bananas 
ripen more evenly if no ventilation 
is given until fruit is fairly well 
colored throughout. Rooms should 
be kept as nearly air-tight as prac- 
ticable and frequent opening of 
doors should be avoided.” 


TEMPERATURE CONTROL 
ESSENTIAL 


Fast ripening (three to four days) 
of normal fruit may be accomplished 
by bringing pulp temperatures of 
the green bananas up to 70° F. for 
24 hours and then reducing the tem- 
perature to 68° until they are colored 
—then hold at 66° F. The Fruit 
Dispatch Co. booklet says that “for 
best results accurate and steady con- 
trol of temperature is essential.” 

Humidity during this period should 
be held at 90% until fruit is colored 
and may then be reduced to 80%. 
No ventilation is used until fruit is 
properly colored and should then be 
held down to three to four changes 
of air per hour. 


ETHYLENE GAS 


One or two applications of ethylene 
gas may be used at the rate of 1-cu. 
ft. of gas per 1,000 cu. ft of space. 


MEDIUM RIPENING 
(5 TO 7 DAYS) 


Fruit should be cooled or warmed 
to 64° F. Humidity and ventilation 
provisions are the same as for fast 
ripening. Ethylene gas seldom re- 
quired. 


SLOW RIPENING 
(9 TO 10 DAYS) 


Fruit should be held at 62° F. and 


should not remain at high tempera-~ 


tures even for a few hours. Humidity 
should be kept high and ventilation 
used (three to four changes per 
hour) if this is possible without re- 


a 


Figures Presented on 
Growth & Change In 
Frozen Foods Trade 


NEW YORK CITY—Quick-frozen 
foods business of the country 
amounted to about 200,000,000 ibs. 
in 1938, as compared with 30,000,000 
Ibs. in 1934, Edwin T. Gibson, presi- 
dent of Frosted Foods Sales Corp., 
estimated in a talk before the Ame). 
can Marketing Association’s luncheon 
here May 25. 


Some estimates have placed the 
volume at half a billion pounds 
annually, but Mr. Gibson said he 
regarded this as much too high. 
Estimates have been difficult and 
varied, he explained, because of tie 
different methods of freezing food 
which might be included. His own 
estimate, he said, related only io 
quick-frozen products. 

Mr. Gibson explained that while 
Birds Eye quick-frozen foods were 
introduced 10 years ago, it was not 
until the last four or five years that 
they passed finally from the research 
and experimental stage. Ten years 
ago the company had four packing 
plants and 12 dealers; today ihe 
company operates 29 packing plants 
and sells through 4,950 retail deal- 
ers, and distributes nationally to 
institutions such as hotels, railroads, 
and restaurants. 

Present dealer organization repre- 
sents an increase of 891 since the 
end of 1938 and of 2,150 since the 
end of 1937. Plans have been com- 
pleted for retail marketing expansion 
this year in the South, Southwest, 
and Far West, he said, so that within 
a year, retail distribution will be 
reached in most of the larger centers 
of the country. 

“The low-temperature refrigerated 
box from which the quick-frozen 
products are sold in retail stores has 
been reduced in price from $1,800 
and $1,200 in the early days of the 
industry, to $300 at the present time, 
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HOLDING RIPE FRUIT ucts,” stated Mr. Gibson. to 
For holding ripe fruit, tempera- Quick freezing, Mr. Gibson said, sic 
tures of between 56° F. and 60° F. | is nothing more nor less than food Cie 
are recommended. Humidity should | preservation. It does not make food co 
range from 75% to 85%, with mod- | any better. It simply preserves it 
erate ventilation. as it is. General Foods Corp., which 
acquired the Birdseye process, quickly 
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it's fastened. 


replacement. 


HE Detroit No. 450 Refrigeration Con- 
| fot offer the maximum in accessibility 
and flexibility. A few turns of the knurled knob on the 
front of the cover plate releases that plate to expose 
the entire inner assembly of the control. And this 
retaining screw will not fall out—cannot get lost— 


Power Elements Interchangeable —The pressure 
element at the bottom of the control can be removed 
by backing out four retaining screws. It may be re- 
placed without disturbing any other part of the con- 
trol. It is equally as simple to exchange the pressure 
element for a temperature element. 

Snap Switch Removable —The moisture proof 
snap switch can readily be lifted off by releasing one 
screw. Its mounting is designed to prevent improper 

¢ 


High Pressure Cut-Out Replaceable—The high 
pressure cut-out device is dismounted by the removal 


of one screw and the loosening of a second. The use 


of No. 450 Controls, because of their accessibility and 
flexibility, will save you a great deal of time and 


By Lamp Experts 


BLOOMFIELD, N. J.—There are 
100,000 miles of showcases. in 
American stores that need fluorescent 
lighting, O. P. Cleaver of Westing- 
house Lamp Division’s commercial 
engineering department told 200 
lamp jobbers at their annual confer- 
ence here. 

The conference climaxed a_ six 
months’ contest in which the com- 
pany awarded prizes to wholesalers 
in six districts who obtained the 
greatest amount of lamp business, 
and to each leading jobber salesman. 
Approximately a million dollars’ 
worth of new lamp business was 
obtained in the drive. 


Mr. Cleaver termed 1938 the most 
productive year in all history, so 
far as new lamp developments are 
concerned, with fluorescent lighting 
the most important development. 

Dr. H. C. Rentschler, director of 
the Westinghouse lamp _ research 
laboratories, predicted some surpris- 
ing improvements, particularly in 
fluorescent and vapor lamps. The 
present incandescent lamp still is 
only one tenth as efficient as the 
physicists’ practical ideal, he de- 
clared. 

Second day of the conference was 
spent in touring the World’s Fair. 


General Refrigeration Co. 
Names 5 Distributors 


try, few railroad cars or trucks were 
refrigerated for low temperatures, 
and stores had no low-temperature 
equipment. 

Instead of buying crops, the com- 
pany has contracted for acreage on 
which crops could be raised from 
seed to harvest according to the 
company’s own specifications. To 
get an average break on the weather, 
which in one locality might cause 
either bumper or short crops, the 
acreage used by the company is 
scattered over the country. Crops 
must be planned from a year to 18 
months ahead of marketing, he 
added. 

Among various introductory prob- 
lems he mentioned the existence of 
a strong prejudice by consumers 
against preservation by freezing, 
due partly to the happy connotation 
of the word “fresh” in connection 
with foods, and partly to experience 
with frozen products, including those 
left on the back porch in winter, 
which were ruined when they thawed. 


Gay Engineering Shows 
Fish-Freezing Film 


LOS ANGELES—Big game fishing 
and fish freezing occupied the atten- 
tion of Los Angeles A.S.R.E. mem 
bers at their final meeting of the 
spring season May 31 in the George 
Belsey Co. hall. 

Technical treat of the meeting was 
a showing of Gay Engineering 
Corp.’s new film on modern fis 


Your Jobbers trouble on both installation and servicing work. BELOIT, Wis.—Five new distribu- tad 40 
7 at : tors for Lipman refrigeration equip- | freezing and holding as applied ; 

Cooperation Write for descriptive bulletins. ment have been appointed by General | fishing boats by the company, to 
Refrigeration Corp. They are: W. | gether with a description of = 


DETROIT LUBRICATOR COMPANY 


The new Detroit Air Filter is 
the former Arco Filter with 


odded improvements. 


A 


_ General Offices: DETROIT, MICHIGAN 


H. Baughn Fixture Co., El Paso, 
Tex.; Peery Electric Shop, Trenton, 
Mo.; East Side Sales & Service Co., 
East St. Louis, Ill.; Charlotte Sal- 
vage Co., Charlotte, N. C.; Corvett’s 
Refrigeration Service Co., Charles- 
ton, S. C. 


Pak-Ice equipment, eutectic ice. an 
brine circulation on board the boats. 
Ralph Manns of Gay Engineering 
Corp. presented additional inform 
tion on the company’s fish freezing 
equipment and its uses, and answe 
questions by the engineers present. 


Fo S oat ‘ oma 
Be gue ree 


¥ oe a ". 5 : 
"te ' aa ei * 


wens. 7, 
y ig ol ie i hex 
‘ 4 ‘ee te Bae 


= : a“ * ~ c st Spr dt ms ce ; . x 5 nee Fn See ¥ : vs 4 i 5 5 Fae eel Ps me TE ee oe ie 0s at Ra ame Paons nk os Pal Se 3 { J 4, ieee 3 px, ang eta ar : ee a . 
Ps a } Sait - : = — _ bt 2 raeiceaeetias netenenanatealaieemetenaeaion eet orate ~ ee . — — —_—_—— aan d 3 papers . 
sh 2 ’ 
7 : 
a aor 
re eda ie 
‘ 
vs ey, ccna nce ca a a a aaa aaa 
Mane ie 
i ee te 
ee 
ao ae ee 
ee cx ee 
s ays 3 +f i e PIE a EE OE PES SEN RR LONI E LETE EE RE TITIES ES LEORIELE TS LORE LET EL ELIS SITE NE LIAB EY IIIT 
Biers Gf 1 
hae 
oh ig yt e * x 
Regs Sr an 
eas ert 
Sate 
gee oa 
Saree fe: 
Bate ones 
¥ on : po 
Ria e ss 
bo oe oe 
ee a ee) a 
ae 7) ee | 
bc Wes | 
ae 
i oa 
Sci 
Been eee | | 
ak eae 
ee ees: 
Pay ee 
ot sean, ia 
oa 
| 
Pe | 
eget | 
i 
pe gee 
Pur 
Sea. 
"gets Ls | 
eal als | 
aay? | | 
ha | | 
ee ele, | | 
Sere uyee | 
re Soe A | 
mene a q 
Spieiep oe? | y 
tities Rr ea | 5 
See Zz 
Hears ; ci 
i ! a \ Vv 
<a ee : 
| a : si 
ape f = 4 a 
eo Y = q te 
“ay ¥ Lhe - = ; 
Cita ee, 
1 aoe 
es gee £ 
= e sk 
eek wien : 
aa a PRESSURE 1S 
Ree QQ CUTOUT me 
: mat 
Poe 7 
pithy ie 
eee & . , 
‘ 
Baw... 3 
ire ee 
hi ae ewe 
SO preageee Sg d . : rs 
WO, ay i : rae ae ' og VINE eRe sence . o-oe 7 
: . hi A 29 pl . BOR ND eS 4 . } 2 
ata Pe as a 3 Mceiieaellll ee cad 
sai fi a ee “orm ES ap co ee 
0 : r vd whl t * 9 ‘ all <A es 4 : . a a 
ae es tet : ae sy ae 
; ee Fes. | | O eet all> - i (>) ae ; 
Lies c\ ee \ ao : z -e oo : ; 
ee pe iy 4 + ps 4 ome” CaS ] ate 
wae | 4 alll Us) & ‘i — me | 
" a i 
7 — n a — et. 
2 
Pe | 
i vn « — | 
i ee, 
) ° : | 
peeeetemell 
: ii {\ | | 
ate - 2 
i = | 3 
BS eo | 
2 : = 
o * — 
: as ‘ ~ = | 
Se | Bl 
~*,, Beto ueellols aees } 
w 
» & s , ) 
oe x : = — 
<2 ieee 
aw ee Mi 
Neal | “YH 
Po M 
: ee ty 
to 
Cor 
San 
; As: 
< T 
the 
Cle 
rice 
hs A 
| 9U 
IMst 
ae re | 
! a stn apna ta 6 MED, Manne! tone, Minne | 
ee: ee : b x. e ‘ i bo ee ai : ie & : ‘ ¥ 3 ae . : Vor. 
ives a eae 2 wae ~ - ee til i pec . 5 . . . “ 2 be, awit es aie YS, 
S ne’ : i ; - : a ay ee — eS * MED. ; “artes ee cy ae Og x © ‘ Pee 1: er Se a ent si t 
— he ee 5 a, eee . Agere - Re ae ae ae ae ays Eee SS ae Pe Bi Ee: 
By z +“ ia 3 uy aw ee 4 Ue os tba i a? ea st, = 2 * +2 
Fp ae TR aple, = eos 4, i - e y < tz age er : 2 — a, - i , i ~- 
7 2 _ oe A es * x . > ies, 3 Pe a = 4 q i: KtGy eg ais oa : ¢ 
: = Ss Tie ae ret <e i & ee AG TAt=> ~ pene ba s Bear ue ne . 
O° Se ae CAS el PG re Pal rhe ee ee Se i a i! ER Sew ne et) SS yc ee eS ae ae  -* oe t ae 


AIR CONDITIONING & REFRIGERATION NEWS, JUNE 14, 1939 


9 


Cit Conditioning 


Indianapolis Air-Conditioning Association 
Puzzles Over Whom It Should Admit 


‘Concluded from Page 1, Column 2) 
fessional engineers. (2) Supplies and 
installation sub-contractors shall con- 
sist of only those whose equipment 
may be adjusted or regulated in a 
manner which directly affects the 
conditioned space. 

Mr. Cotton pointed out that this 
interpretation was not an effort to 
change the existing rules, but _to 
clarify the membership qualification 
issue under those rules. He ex- 
plained that under this interpreta- 
tion piping contractors do not 
“adjust” pipe, electrical contractors 
do not “adjust” wiring, and insula- 
tion contractors do not “adjust” in- 
sulation; hence the conditioned space 
is not affected, and these trades 
would not be admissible to member- 


ship. 
WELL DRILLERS? 


The interpretation would, however, 
cover suppliers of expansion valves 
or volume dampers, and other con- 
trols. Question arose as to the 
status of well drillers as potential 
members. Mr. Cotton asserted that, 
under the intrepretation, well drillers 
had to accept the volume of water as 
it came from the ground, and could 
not “adjust” the well to affect the 
conditioned space; therefore they 
would not qualify as members. 

At this point Mr. Cotton requested 
that the membership committee be 
instructed by the council as to how 
it should proceed in further interpre- 
tation of the membership rules. 
After general discussion, it was 
decided that the matter of changing 
membership qualifications be tabled 
until the Council had an opportunity 
to give the matter further study and 
to examine the membership provi- 
sions of other air-conditioning asso- 
ciations and councils throughout the 
country. 


WORKING ON CODE 


E. S. Hildreth reported that the 
proposed air-conditioning code for 
the city of Indianapolis was being 
drawn by Prof. George Rottman of 
Purdue university, and that a report 
would be made as to the progress of 
this code at an early date. 


Plans were instigated at the meet- 


V-BELTS 


‘Silent, vibrationless, de- 7 
pendable, long-lasting. — 


Powerful grip prevents — 
slippage. A nearby dis ~~ 
tributor carries a com a 


ing for a “recreational meeting’ to 
be held in July or August at some 
park near Indianapolis. Membership 
application of the R. M. Cotton Co. 
was approved by the council. 


Henry Knowlton, secretary of the 
temporary national council, related 
events leading to a preliminary meet- 
ing of men interested in the national 
association movement in Detroit 
last fall, and explained the basis 
on which the council was established 
during the First All-Industry Refrig- 
eration and Air Conditioning Exhibi- 
tion in January of this year. 


NATIONAL GROUP EXPLAINED 


“To be successful, a national asso- 
ciation must represent the thinking 
of the entire air-conditioning indus- 
try,” Mr. Knowlton said, “and for 
this reason chairman John H. Keller 
of the national council has been in- 
terested in having local associations 
recommend the most outstanding men 
in their group for membership on the 
council. 


“Regional meetings will be held 
throughout the balance of this year, 
to give every opportunity for men 
interested in the association move- 
ment to express their views. 


“Proceedings of these meetings 
and meetings of local associations 
will be recorded in the bulletin of the 
association and mailed without 
charge to everyone in the industry 
who is interested.” 


Mr. Knowlton emphasized the 


| value of having a central point for 


clearing information concerning in- 
dustry problems. He pointed out 
that work done in connection with 
the refrigeration code of the city of 
Detroit by the Air Conditioning 
Association of Michigan should prove 
a valuable background for obtaining 
a satisfactory code in Indianapolis. 


CLEVELAND ACCOMPLISHMENTS 


The speaker related how the Air 
Conditioning Association of Cleve- 
land, Inc. has worked out design 
standards for air conditioning over 
a period of time, how the Pittsburgh 
group has worked out a system of 
exchanging engineering information 
in competitive bidding, and how Fort 
Worth, Tex. has handled problems of 
fair trade practice. 


Mr. Knowlton reported the efforts 
of the Air Conditioning Associa- 
tion of Washington, D. C. to arrive 
at a satisfactory basis for the guar- 
antee and servicing of equipment, 
and how a 90-day guarantee had 
been adopted. 


BASIC ELEMENTS 
“Air conditioning has a number 


of basic elements which will serve as 


the foundation for strong promo- 
tional campaigns,” he said. ‘One 
of these is the ‘profit story’ to the 
commercial user; another is_ the 


| ‘health story’ to the home and office. 


Too often these basic selling points 
are forgotten in the sale of equip- 
ment. 


“It would be possible to start the 


Power & Light Co.; Hugh Alexander, 
Johnson Service Co.; G. B. Supple, 
American Blower Co.; S. A. Horine, 
Central Supply Co.; R. K. Duncan, 
Duncan Supply Co.; I. W. Cotton, 
I. W. Cotton Co.; George Jackson, 
Jackson Engineering Co.; W. P. 
Whittington, W. P. Whittington & 
Co.; W. W. Grear, Freyn Bros., Inc.; 
E. R. Ross, Bevington & Williams, 
Inc.; J. L. Hardin, Roland M. Cotton 
& Co.; G. A. Post, F. H. Langsen- 
kamp Co.; C. J. Carlson; George 
Joslin, Tanner & Co.; N. G. Wade, 
General Engineering Co.; Walter 
Rothchild, T. A. Mulrey & Co. 


INDIANAPOLIS MEMBERS 


Other members of the Indianapolis 
Council include F. B. Helvey, Air 
Controls, Inc.; E. G. Peabody, Citi- 
zens Gas & Coke Co.; V. C. Snow- 
berger, Clarage Fan Co.; J. R. Colby, 
Colby Equipment Co.; W. J. Freije, 
Hayes Bros., Inc. (president of 
the Council); George Heidenreich; 
George R. Popp, Jr., building com- 
missioner, city of Indianapolis; 
Homer Rupard, Indianapolis Water 
Co.; T. H. Endicott, Indiana Refrig- 
eration and Air Conditioning Co., 
Inc. 

A. F. Krauss, Charles Krauss & 
Sons; A. F. Habener, Minneapolis- 
Honeywell Co.; M. D. Mullane; R. A. 
Scholl, Northern Indiana Power Co.; 
Ben Cones, Powers Regulator Co.; 
Mr. Schlesinger, Public Service Co. 
of Indiana; Prof. W. T. Miller, 
department of mechanical engineer- 
ing, Purdue university; Ray Von 
Spreckleson, Refrigeration Equip- 
ment Corp.; Otto C. Ross, Ross 
Power Equipment Co.; R. H. Ed- 
wards, Sink & Edwards; A. G. 


Mutimer, B. F. Sturtevant Co.; P. T. 
McGeary, Trane Co.; and Ben Paller, 
Westerlin & Campbell Co. 


CHICAGO—The National Warm 
Air Heating & Air Conditioning 
Association is cooperating with the 
Federal Housing Administration in 
the preparation of a standard code 
covering heating and air-conditioning 
equipment for homes covered by 
FHA loans, for FHA _ inspectors, 
members of the organization were 
informed at the mid-year meeting 
last week in Hotel Stevens. 

Emphasis throughout the program 
was upon improvement in methods 
and the development of higher stand- 
ards in design, manufacture, .and 
installation of heating and air-condi- 
tioning equipment for better service 
and protection to the public. More 
than 350 persons attended the three- 
day sessions. 

Perl S. Miller of Columbus, Ohio 
reported on “The Elimination of 
Waste in Our Industry Through 
Standardization,” and B. F. McLouth 
of Lansing, Mich. spoke on “Our 
Installation Codes and Matters Per- 
taining to the Same.” 

A review of the market situation 
in the heating and air-conditioning 
field was presented by K. C. Rich- 
mond, editor of Coal Heat magazine. 

“The American public is getting 
comfort-minded at last,” he said. 
“The public for years dolled up the 
bathroom, prettified the living rooms, 


and neglected the basement. Now 
they are waking up. 
“Unfortunately, the speculative 


builder, in playing up to this new 
interest, in many cases is cutting 


Warm Air Heating Group & FHA Planning 
Standard Code For FHA-Approved Homes 


corners and gypping new homeowners 
through the installation of second- 
rate heating or so-called winter air- 
conditioning equipment. Not only 
are such men short-circuiting the 
channels of trade, but they are also 
jeopardizing the good name of manu- 
facturers of heating equipment.” 

Profs. A. P. Kratz and S. Konzo 
of the University of Illinois’ engi- 
neering experiment station reported 
on the year’s activity at the “re- 
search residence” at Urbana, IIL, 
featuring an investigation of stoker 
operation in connection with a forced 
warm air heating system. 


Research has established that 
stoker operation is practical and 
economical with forced warm air 
heating, Prof. Kratz said. 


Prof. Lorin G. Miller of Michigan 
State College reported on his studies 
of problems of rating and baffling 
forced warm air furnaces, aimed at 
clearing the ground for development 
of codes and standards for consum- 
ers’ protection. 


Other papers included ‘Don’t Over- 
sell Clean Air Delivery,” by Jan S. 
Irvine of Toledo; “Cooling With Air 
Movement,” by B. G. Krause of 
Cleveland; “Air Filtration in Con- 
nection with House Dust, Hay Fever, 
and Pollen Asthma Allergy,” by Dr. 
William H. Welker of the University 
of Illinois college of medicine; ‘“Two- 
Speed Blower Operation,” by H. F. 
Curtis of Cleveland; “How Best to 
Help the Dealer Sell,” by William 
Cook of Des Moines, Iowa. 


B 


real job for yourself and for us. 


A fast-ripening market awaits those who wish to reap 
their share of the tidy profit that ‘‘Packaged” Air Con- 
ditioning represents. And a GR-LIPMAN sales franchise 
awaits those who can qualify as dealers and distributors 
. . . to represent this exceptional line. 


Proper cooling and de-humidification of hot, sultry in- 
door air is vital to the successful operation of any a:r 
conditioning unit . . , and operating dependability is 
vital to customer satisfaction. GR-LIPMAN design, con- 
struction, exclusive features, and broad experience in 
the commercial refrigeration and air conditioning fields 
qualify this equipment and this concern for the best type 
of sales representation. We invite YOU to present your 
qualifications as a dealer or distributor who can 


If interested . . . mail the coupon today. 
GENERAL REFRIGERATION CORPORATION 


USINESS OPPORTUNITY 


oa 


DEPT. AC-639 
BELOIT, WIS., U. S. A. 


GR-LIPMAN STORE CONDITIONER 


GR-LIPMAN ROOM 
CONDITIONER... 


a beautiful piece of walnut 


A complete, self-contained, portable unit em- 
ploying service-tested, Lipman-engineered 
refrigeration and dehumidifying system and 
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Chir Conditioning 


Successful Air-Conditioning Installations 
Require Careful & Complete Estimates 


Service Man Must Use Horse Sense, But Don’t Neglect 
To Give Him All the Information Possible 


By A. F. Avera, Air-Con Engineering Corp., Waco, Tex.* 


HE subject of air-conditioning 

installations of less than 50 tons 
capacity was selected because the 
major portion of this type work is 
being done by distributors or dealers 
representing the different manufac- 
turers in local or franchised terri- 
tories. These dealers or distributors 
are supported and assisted more or 
less in sales and engineering by 
factory-maintained representatives. 

The dealer, however, must be in 
position to completely execute a con- 
tract from the first call on the pros- 
pect through the survey, layout, 
estimate, preparation and presenta- 
tion of proposal, closing the sale, 
making the installation, and collect- 
ing the money. 

This means that the dealer must 
employ a man for each of these 
operations, or a man or men capable 
of several of them. Most dealer 
franchises will not justify the segre- 
gation of these duties as that would 
require a personnel too large to be 
supported by the volume available. 
The result in many cases is a force 
consisting of one or more salesmen, 
and one installation and service man. 

The salesman must necessarily be 
capable of surveying, laying out, 
estimating, and selling the job and 
often supervising the _ installation. 
It is needless to say that it would be 
impossible for the factory engineer 
to assist in every case. 


*Text of the talk by the author, “In- 
stallation and Servicing of Air Condition- 
ing Eauipment of Less Than 50 Tons,” 
given before the University of Texas’ 
Third Conference on Air Conditioning 
held recently. 


Prospects develop quickly and as 
people have been trained to expect 
almost instant service, they naturally 
assume that this can be given on an 
air-conditioning proposal. This re- 
sults in a _ representative quickly 
surveying the premises, making a 
layout, etc., without carefully diagnos- 
ing the situation as to demand, loca- 
tion of machinery, ducts, etc., and 
finally the cost estimate. 

The estimate is made, the markup 
added, and the sale consummated. 
From then on it is up to the installa- 
tion man to install the job to the 
customer’s entire satisfaction, and 
service it through the guarantee 
period at the estimated cost in order 
for the dealer to make the profit 
anticipated. 


ADDITIONAL COSTS 


Salesmen or even sales engineers 
are not carpenters, painters, plaster- 
ers, or brick layers. There is quite 
often an operation involved in even 
a small job which requires the serv- 
ice of all these craftsmen, and on 
which the sales engineer must esti- 
mate the cost. This can be done 
more accurately by consulting the 
installation man or erection superin- 
tendent and having him advise on 
labor and material required. 

Cost estimates should also be 
broken into a sufficient number of 
items to permit the bookkeeper to 
intelligently charge up job costs and 
to determine at the completion of the 
job which items were incorrectly 


estimated. 


Salesmen will often lump together 


Table 1—Incomplete Estimate Sheet 


Name: John Doe 


Date: 4/14/39 


Equipment 


Cost 


Compressor 


Air-Conditioning Unit ............... 
Cooling Tower ........+..eseeeeeeses 


Pump 
Ductwork 
Labor to Install 
Wiring 
Freight 
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several items such as labor, expense, 
foundations, cutting and patching, 
and sometimes piping and cork cover- 
ing, into one figure which he has 
more or less pulled from thin air. 

The erection engineer is the goat. 
If these items are listed and esti- 
mated separately, a more accurate 
total cost estimate can be obtained. 

An estimate which is typical of 
many that have actually resulted in 
sales is shown in Table 1. 


On this estimate are eight items— 
now, on an estimate which a cost 
accountant can fathom we find the 
items as shown in Table 2. 

The labor and expense item can 
be broken down on a separate sheet 
and entered on the estimate as one 
item. 

This estimate contains 25 items 
and will not only be a help to the 
bookkeeper but to the erection engi- 
neer as well. At the completion of 


Table 2—Complete Estimate Sheet 


Name: John Doe 


Date: 4/14/39 


Equipment 


Cost 


Compressor—Speed, Motor Horsepower and 


Current Characteristics 


Air-Conditioning Unit—Row Coils, Fan Speed, Horsepower, 


Current Characteristics 
Filter Section 


BORE VOIVOR occ cece et access 


Fan Starter 
Room Thermostat or Other Controls 
Compressor Foundation 


Unit Hangers or Supports ........... 


Cooling Tower—G.p.m., Size, Etc. 


Cooling Tower Foundation ........... 
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Condenser Water Pump—Size, Capacity, Horsepower, 


Current Characteristics 
Pump Starter 
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Ductwork 


Grilles and Outlets 


Painting Ducts if Any ......-.cce00 
Cutting Gnd PAtcHing ......6..s0500. 


“Freon” Charge 
Labor and Expenses 
Rigging 


Water and Drain Lines .... 2.255. ,605 


Electric Wiring 
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HIGHEST STARTING 
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STARTING TORQUE PER 
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the job a ready comparison can be 
made and incorrect estimating dis- 
closed. 

Here are two load calculations on 
actual jobs, both, it is noted are 
approximately 30 tons. 

The first an office building and 
sales space. 

Cubical content 107,114, 40 people, 
35,000 watts lights, 2,100 c.f.m. out- 
side air, 274,570 room sensible heat, 
18,890 room latent heat, 293,460 room 
total heat, 369,750 grand total heat, 
94 sensible heat factor, 58° appara- 
tus dewpoint, 48° suction tempera- 
ture. Air required with 17.6° dehu- 
midifier rise 14,400 c.f.m. 


CALCULATIONS FOR THEATER 


The second a theater. 

Cubical content 65,000, 500 people, 
no lights, 2,500 c.f.m. outside air, 
176,066 room sensible, 108,000 room 
latent heat, 284,066 room total, 
367,316 grand total heat, .62 sensible 


to carry the tonnage at the right 
velocity. Oil travels through the 
system in solution with “Freon,” 
and it is necessary to have lines 
properly sized and trapped to bring 
the oil back to the compressor. 

The prime essential to the installa- 
tion of a job after the piping has 
been tested is to thoroughly dehy- 
drate the system. This can be done 
only with a vacuum pump, and takes 
time. It will pay big dividends, how- 
ever, in low compressor repair bills, 

V-belt drives should be very care- 
fully lined up, as V-belts are designe 
to run straight the same as flat belts. 
Compressors and fans will run much 
quieter and the belts will last much 
longer if the drive is in line. 

The improper adjustment of ex- 
pansion valves will also affect oi} 
circulation. Therefore, much care 
should be taken in the adjustment of 
valves. 

Starters should have proper heater 
coils. It is often necessary when a 
compressor is installed in a hot place 
to provide heater coils with 30:; 
higher amperage rating that the 
motor. 


SPACE IS LIMITED 


The space available for the loca- 
tion of equipment is in nearly every 
case limited. We have to use kitch- 
ens, dressing rooms, mezzanine floors, 
and sometimes build houses on the 
roof to locate equipment. For this 
reason structural supports’ and 
foundations should be given careful 
consideration. 

Compressors and fans are being 
designed for higher and _ higher 
speeds. This makes it important 
that proper isolation measures be 
taken to reduce noise and vibration. 

Evaporative condensers and cool- 
ing towers should be carefully lo- 
cated. Location of outside air ducts 
can cause plenty of trouble on such 
installations as restaurants, beauty 
parlors, drug stores, etc. 

With reference to service calls, 
they originate from many sources. 
The most of them are trivial and 
require a minor adjustment. Most 
of the purchasers of small air-condi- 
tioning jobs are totally unfamiliar 
with the mechanical operation of the 
equipment. At the slightest indica- 
tion of trouble they call the office and 
say in no uncertain terms to send a 
service man now. 


SOME CALLS IMPORTANT 


As above stated these calls are 
mostly minor adjustments. However, 
occasionally a service call originates 
from a source of trouble which is 
important and involves the expendi- 
ture of time and money to remove. 
When this is the case the source 
should be ascertained and the neces- 
sary action taken to eliminate it. 

A service man should go on a job 
sincerely interested in eliminating all 
the causes of trouble as soon as 
possible in order that the service 
reserve should not be used up or the 
customer caused to spend money 
needlessly. If this service man is 
properly informed and will use a 
reasonable amount of horse sense 
this can be done. 

An air-conditioning job certainly 
cannot work when the filters are so 
completely stopped up that the fan 
is not delivering 25% of the required 
air. Yet, service men have been 
known to spend two or three hours 
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Cpecialty Gelling Qeas 


Dealer Splits Profits on Trade-Ins With 


Sclesmen, But They 


By Robert Price 


DAVENPORT, Iowa — Share the 
:-—and share the loss. That is 

working agreement between 
Harry Jacobs, owner of the Harry 
Jacobs Maytag Store, Stewart- 
Warner dealer, and his salesmen. 

Not only do they share the profit 
on sales of new refrigerators, but 
they also split the profit—or the loss 
_on trade-ins. ¥ 

On the sale of new units, this 
dealer adds 5% to his invoice price, 
and above this the salesman selling 
the box, and the dealer, divide the 
over-all profit on the sale. 


pro! 
the 


HOW PLAN WORKS 


When a trade-in is accepted, the 
cost of labor and parts needed to re- 
condition the box is added to the 
buying price. When the trade-in is 
sold, the cost of reconditioning, plus 
an additional sum to cover a one- 
year guarantee is deducted from the 
sale price. The salesman selling the 
box then receives half of this remain- 
ing amount. 

Or there is an alternate plan. If 
the salesman appraises a trade-in 
for a certain amount and then does 
not wish to sell the box himself, the 
store will “buy” the box from him at 


Have To Share Loss 


a reduction from the appraisal price. 
If a profit is made on the resale of 
the refrigerator, the salesman cuts 
himself in for one-half of the profit 
on the deal. If there is a loss, the 
salesman assumes half of this loss. 

If a second salesman sells the 
trade-in, however, after the _ first 
salesman has “sold” the box to the 
dealer, he receives one-half of the 
profit after all expenses have been 
deducted. 

This plan of splitting the profits 
among the salesman is working, be- 
cause very few losses are recorded 
on the turnover of used boxes. The 
Salesman considers the box as his 
chance for profit, and his appraisals 
and resale prices are governed by 
his desire to realize this profit on 
every resale. 


BENEFITS OF SCHEME 


And Mr. Jacobs’ profit on the 
trades is sure to be protected by the 
policy of his sales force, for he 
receives half the profit, they, half of 
the loss. Keeping the two in balance 
is one way, he says, to keep your 
salesmen “on the careful watch” for 
profitable trades, and assure sales- 
man and dealer of an “extra” income. 


Sales Spurt as ‘Laggards’ 
Are Called Just That 
On Public Chart 


KANSAS CITY, Mo.—By posting 
the progress of its salesmen on a 
chart that anyone can read, Jones 
Department Store, Frigidaire dealer 
here, has produced plenty of red 
faces for laggards but sales are 


jumped as embarrassed salesmen 
battle to improve their “public” 
standing. 


The chart has tag names for each 
man, according to his sales rating. 
Highest producers are dubbed ‘“Top- 
notcher,” “Runner-up,” and “In the 
money,” while in-betweeners carry 
such titles as “Could do _ better,” 
“Fighting—but not too hard,’ and 
“Halfway good.” 

Low men are prodded to better 
effort by names like “Losing inter- 
est? ? ?,” “Something wrong,” “Lost 
your punch,” “Not so hot,” “Just 
lazy,” “No comment,” “Fighting— 
for last place,’’ while last-placer is 
meaningfully tagged, “Scratching 
bottom.” 


Free Parts & Service Aid 
Sales of Appliances 


DES MOINES, Iowa—Free parts 
and service on small repair jobs has 
meant repeat appliance sales for 
Modern Appliance Co., Kelvinator 
dealer here. 

Recently the service department 
received a call to replace a worn 
gasket on a washer. The work was 
done free. The housewife was so 
Surprised and delighted that she sent 
her husband to the store to thank 
them and say, “anything that we 
need in the appliance line will be 
purchased at your store.” 

Quick-like, a salesman dashed out 
to the service customer’s home—and 
came back with an order for a 
refrigerator and a new washer. 


Houston Neighborhood Stores 
Find Night Sales Easier 


HOUSTON, Tex.—Sales history is 


wealth Edison Co. 
time) to employes turning in leads 
resulting in the sale of electric 
roasters. 


Make Youngsters Help 
Sell the Parents, 
Dealer Advises 


SPRINGFIELD, Mo.—Work on the 
youngsters between 10 and 20 if you 
want to sell appliances to the family, 
says Mrs. George Baldwin of Frigid- 
aire Electric Co. here. 


Properly influenced, these young- 
sters are persistent “salesmen” for 
her, she finds. Sales-builder for her 
has been a three-point procedure: 


1. Explain the use of refrigeration 
in the home to junior and senior 
high school home economics classes. 
Don’t talk down to them—treat them 
as your equal in intelligence. 


2. When domestic science or gen- 
eral science classes call at the store 
for a group demonstration, give them 
as thorough a sales presentation as 
you would an adult prospect. 

3. Invite youngsters to accompany 
their parents to select group demon- 
strations at the store, where a din- 
ner is prepared and served by sales- 
men. Groups of from eight to 15 
persons are best for this type of 
promotion. Plan the menu to please 
the man of the house—but see that 
all the food can be enjoyed by the 
children, too. 


Electricity Even Dries Towels 


In Chicago Model Home 


CHICAGO — A kitchen in which 
electricity does everything from 
keeping and cooking the food to 
drying the towels is an outstanding 
feature of the latest all-electric 
demonstration home opened here by 
Commonwealth Edison Co. 


Although designed for demonstra- 
tion purposes, and not to be lived in, 
the home is equipped with complete 
year-around air conditioning. “Plug- 
in-strip,” affording an electric outlet 
every 6 inches along the wall, is in- 
stalled extensively throughout the 
house. 


Utility Employes Paid For 
Leads on Roaster Sales 
CHICAGO — Minimum commission 


of $1.50 is being offered by Common- 
(for a_ limited 


In most cases, this amount is con- 


siderably higher than the commission 
which would be paid under the com- 
pany’s regular “sales lead” system, 
but in cases where the regular com- 
mission would exceed $1.50, the 


ae at night. Many appliance 
pescen here keep their doors open 
ae on the theory that the 
wit and friend husband shop 
= making for a higher per- 
ntage of quick sales. 

Most of these stores are in neigh- 
ee “istricts of the city, provid- 
: + ° parking room for the 
repost ts _Shoppers. Store owners 
My that the cooler evenings bring 
= vo ‘vaffic, and when prospects 
selli abbed in their leisure hours.— 

"8 is easy and pleasant. 


higher amount will be paid. 


Home Economists Meet the Author of “Mrs. Cinderella’ 


Left: Emma Maurice Tighe, Boston Edison Co. home economist, and Lou Miller, manager of merchandising 
services for General Electric appliances, chat during a recess at G-E’s eighth annual home service conference 
in the Institute at Nela Park. Right: Janet Cope, 14-year-old author of the “Mrs. Cinderella” booklet which 
G-E is using as the basis of a children’s poem contest to boost dealer floor traffic, hands out copies of the 


booklet to Institute guests. 


Home Economists Meet 


At G-E Conference 


CLEVELAND—How they might 
promote the ‘Mrs. Cinderella’ con- 
test at home service meetings was 
explained to 57 home _ economists 
representing utilities and distributors 
from all parts of the country at 
General Electric’s eighth annual 
home service conference May 26 in 
the Institute at Nela Park. 


> 


Peeking around the corner is Fred Cuffe, range engineer. 


Edwina Nolan, G-E home service 
director, was in charge of the meet- 
ing, and attendants were welcomed 
by L. H. Miller, manager of mer- 
chandising services for the specialty 
appliance department. 

In addition to the “Mrs. Cinderella” 
presentation, made by Janet Cope, 
14-year-old author of the booklet and 
Jean De Jen, the home service work- 
ers also heard talks on refrigeration, 
by A. M. Sweeney; ranges and water 
heaters, by J. R. Poteat and F. W. 
Cuffe; the electric sink, by G. E. 
Drollinger; kitchen storage appli- 


ances, by C. W. Theleen; advertising 
and promotion helps, by A. L. Scaife; 
laundry equipment, by Mrs. Ruby 
Littlefield; and small appliances, by 
Louise Leslie. 


Sales Gain 40% In May 


LINCOLN, Neb.—A 40% gain in 
Frigidaire sales in the Nebraska 
territory during May over the corre- 
sponding month a year ago is re- 
ported by J. R. O’Neal, state sales 
manager. 
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~ AND REMEMBER ONE MORE THING, — 
YOUNG MAN: EARLY IN EVERY TALK, 
YOU POINT OUT THE DULUX FINISH! 


GU PUNY 
( ave) 


FINiGh 
p® * 


¥ 


BEG US PAT OFF. 


FINISH 


quality women want... and I want 
you to tell ’em about it, every time. 


3 HAT’S standing orders for all 

Tx salesmen on my payroll. 
We can’t afford to overlook any bets 
that may close a sale quicker. 


“And DULUX is one of the best 
little sales-clinchers there is. It’s the 
finish women have dreamed of for 
years. It’s a white finish that stays 
white with minimum effort of clean- 
ing. It is resistant to the hard wear of 
daily service—chipping, cracking 
and grease. It’s the finish with every 


“Just remember, son, that 80% 
of all refrigerator manufacturers use 
DULUX. There’s a good reason for 
that... and I want you to be sure 
your prospects know it! J know that 
DULUX helps sell refrigerators faster.” 

Feature DULUX in your selling! 
IT PAYS! E.1. du Pont de Nemours 
& Co., Inc., Finishes Division, Wil- 
mington, Delaware. 


—-. es 


GU PONY 


REG. yu. 5. Pat. OFF. 


DULUX 


REG. U. BS. PAT. OFF. 
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It’s a Great 
Business 


EWSPAPERS are sometimes 

chided for publishing so 
many stories of misery, unhappi- 
ness, bad luck, and malice. ‘The 
world isn’t as bad as it is painted,” 
point out these critics. “How 
about all the happy homes, all 
the honest men, all the successful 
business enterprises, all the con- 
tented workmen?” 


True, indeed, answer newspaper- 
men—but these things are the 
rule, not the exception—and it’s 
the exceptions that make news. 


Troubles of Dealers Sometimes 
Obscure Their Successes 


By the same token, one might 
ask of a business paper why so 
much “bad” news is printed. In 
the electrical appliance field, for 
example, one hears and reads 
much about faulty installations, 
service troubles, engineering argu- 
ments, price-cutting, discount buy- 
ing, chiseling, mail-order competi- 
tion, too many dealers, profitless 
business, dealer dissatisfaction, 
and wholesale grumbling. 


That such news is not to be 
taken as an indication that the 
whole shebang is going to pot is, 
of course, recognized by anyone 
familiar with the industry. It has 
been, is, and is going to be, a 
great business. One need only 
look at the “success stories’ re- 
ported in the News this spring by 
our on-the-spot traveling editors 
to realize that a great many 
dealers, distributors, and salesmen 
are making good money and are 
quite happy. 


Appliance Industry Can Point 
To Truly Remarkable Record 


As for the appliance industry 
itself, it has a remarkable record. 
In America today there are about 
32 million homes. About 24 
million have electric service and 
about 16 million have gas service. 
When the year 1939 started, here 
was the national picture of appli- 
ance ownership (in round num- 
bers) : 

22 million homes had electric irons. 
12 million had electric refrigerators. 
1 million had gas refrigerators. 

16 million had gas ranges or stoves. 


2% million had electric ranges. 
15 million had clothes washers. 
13 million had electric toasters. 
11% million had floor vacuum cleaners. 
11% million had electric clocks. 


8 million had an electric percolator 
or coffee maker. 


5 million had electric waffle irons. 
4% million had electric heating pads. 
3 million had electric food mixers. 
1% million had electric ironers. 

1 million had electric roasters. 


In other words, in the typical 
American community: 


11 out of 16 homes have electric irons. 


1 out of 3 has an electric 
refrigerator. 


out of 32 has a gas refrigerator. 
out of 2 has a gas range. 

out of 16 has an electric range. 
out of 2 has a clothes washer. 
out of 3 has a toaster. 

out of 3 has a vacuum cleaner. 
out of 3 has electric clocks. 


out of 4 has an electric coffee 
maker. 


6 has an electric waffle 
iron. 


1 out of 8 has a heating pad. 

1 out of 10 has a food mixer. 

1 out of 30 has an ironing machine. 
1 out of 32 has an electric roaster. 
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1938 Wasn't a ‘Good Year’ 
But See What Happened 


What did the homes of America 
buy last year (1938) in the way 
of home appliances? Here is the 
record of home appliances sold: 


3 million electric irons. 

2% million electric clocks. 

1% million electric toasters. 

1% million electric refrigerators. 
185,000 gas refrigerators. 

1 million gas ranges. 

% million electric ranges. 

1 million clothes washers. 

1% million electric vacuum cleaners. 
% million electric coffee makers. 
¥% million electric waffle irons. 
400,000 heating pads. 

350,000 sandwich toasters. 

300,000 electric mixers. 

225,000 electric roasters. 

100,000 ironing machines. 

100,000 electric water heaters. 

% million gas water heaters. 


Again, in the _ representative 
community, here are the home 
appliances that were probably 
sold: 


1 out of 3 homes bought an 
electric iron. 

1 out of 13 bought an electric clock. 

1 out of 21 bought an electric 
toaster. 

1 out of 26 bought an electric 
refrigerator. 


1 out of 173 bought a gas refrigerator. 
1 out of 32 bought a gas range. 

1 out of 142 bought an electric range. 
1 out of 25 bought a vacuum cleaner. 
1 out of 32 bought a clothes washer. 
1 


out of 43 bought a gas water 
heater. 


47 bought an electric 
coffee maker. 


58 bought a waffle iron. 

80 bought a heating pad. 

91 bought a sandwich 

toaster. 

1 out of 106 bought a mixer. 

1 out of 142 bought an electric 
roaster. 

1 out of 320 bought an ironing 
machine. 

1 out of 320 bought an electric 

water heater. 


1 out of 


1 out of 
1 out of 
1 out of 


Better Class Homes 
Are Still Best Prospects 


These home appliances took a 
large chunk out of the American 
family’s pocketbook. In fact, the 
homes of America last year spent 
just about half a billion dollars 
on electrical appliances, excluding 
such items as lamps and radio 
sets, and about 300 million dollars 
for gas appliances. 


Who is buying these appliances? 
Arthur Hirose, director of research 
for McCall’s magazine, is authority 


They'll Do It 
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for the statement that more appli- 
ances are being sold to families 
who live in single-family homes 
than to families living in flats or 
apartments, that more appliances 
are sold to families that own their 
own homes than to families that 
rent, and that childless families 
are not so good a market for 
labor-saving devices as are those 
with offspring. 


To these substantial home- 
owners, Mr. Hirose points out, 
there’s a chance to sell the home 
appliances that are not yet in 
common use—the roasters, ironers, 
dishwashers, food mixers, and 
teakettles. 


Replacement Business 
Coming Into Prominence 


“But equally good,” he declares, 
“are the opportunities to replace 
existing appliances. As nearly as 
we can ascertain, there are liter- 
ally millions of obsolete refriger- 
ators, washing machines, ranges, 
toasters, irons, percolators, and 
other home appliances still in use. 


“Some of these are replaced as 
their owners realize these appli- 
ances should be retired or traded 
in. But in most cases, I’m afraid 
the appliance industry must be 
chided for its lack of initiative 
in doing an appliance replacement 
sales job. 


“There are millions of upper 
and middle income families of 
America to whom dealers can still 
hope to sell home _ appliances 
today. 


“Left to their own devices, what 
appliances would these families 
buy? A number of surveys have 
been made that help to answer 
this question. Here’s a study we 
made in 2,246 representative 
middle and upper class homes 
throughout the nation. ‘What is 
the next important major pur- 
chase or expenditure you want to 
make?’ was the question asked. 
When the answers had been added 
up here was the result:” 


ist—Furniture and rugs. 
2nd—Vacation and travel. 
3rd—New automobile. 
4th—New refrigerator. 
5th—Household repairs. 
6th—New clothes. 
7th—New home. 

8th—Fur coat. 
9th—Clothes washer. 
10th—Vacuum cleaner. 


{ 1lth—New range or stove. 
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12th—New radio. 

13th—New heating equipment. 
14th—New electric range. 

15th—New sewing machine. 
16th—Jewelry. 

17th—School or educational courses. 
18th—Medical attention. 

19th—Air conditioning. 


Statisticians and research ex- 
perts such as Mr. Hirose show us 
by figures that it’s still a great 
country, and that the appliance 
business has a great future. 


What’s more, hundreds of dis- 
tributors and dealers in the 
appliance industry know that it’s 
a great country and a great 
business—and that both have a 
great future. We are just at the 
threshold of the Electrical Age, 
and those now firmly intrenched 
in some branch of the electrical 
industry stand to do very well 
indeed as new applications of 
electrical service come out of the 
laboratories and onto the show- 
room floors. 


Problems Are Temporary; 
Progress Is Continuous 


Sometimes we can’t see the 
forest for the trees. These trees 
(i.e., vexatious immediate prob- 
lems) loom up pretty big as one 
looks at them. But the industry 
will continue to blaze its trail 
through the forest, will continue 
to cut away the entangling 
underbrush, and will continue to 
accelerate its forward progress. 


It’s a great business to be in, 
and in view of its still greater 
future, each individual should 
base his policies for “the long 
pull,” so that he won’t be left by 
the wayside as the procession 
marches onward. 


LETTERS 


Hardy Produces 


His Own Compressors 


Hardy Mfg. Co., Inc. 
100 Davis Ave., Dayton, Ohio 
Editor: 


The information has come to us 
that statements are being circulated 
in the field that this company is only 
assembling compressors that can be 
built up from the stock of parts pur- 
chased from the old Trupar Mfg. Co. 


Any such statements are, of course, 
false and without foundation. The 
Trupar Mfg. Co. was sold in bank- 
ruptcy in 1934. The Hardy Mfg. Co., 
Inc., was incorporated Sept. 28, 1934, 


PL 
way 


| forward to every week’s Copy. 


and purchased the Commercial Divi- 
sion and Air-Conditioning Division of 
the Trupar Co., including machinery, 
fixtures, tools, etc. 


The commercial units were never 
out of regular production, and we 
have continued to manufacture these 
“Mayflower” units ever since we took 
over this part of the old company 
almost five years ago. We did not 
purchase, nor do we have any connec- 
tion with the household division of 
the Trupar Mfg. Co. which was dis- 
posed of elsewhere. 

We welcome fair competition, but 
such loose and unfounded statements 
have no place in legitimate business. 
We will appreciate your publishing 
this letter so that everyone interested 
in Mayflower commercial condensing 
units, in whatever capacity, may 
know the true status of our company 
and its position in the industry. 

Homer H. Harpy, 
President 


Specifications Reprint 
Now Available 


Iowa-Nebraska Light & Power Co. 
Office of the District Manager 
Avoca, Iowa 

Sirs: 


Enclosed please find 20 cents in 
coins for which I would like to 
receive a copy of “1939 Specifications” 
published by Amr ConopiTioninc & 
REFRIGERATION News which contains 
information on 27 different makes of 
refrigerators. 

This publication was mentioned in 
General Electric Refrigerator Sales- 
man’s Bulletin No. 4 of the 1939 series. 

O. J. STONE, 
District Sales Supervisor 


Answer: Specifications of ll 
models of all leading makes of house- 
hold electric refrigerators were pub- 
lished in a special (8% x 11 inches) 
supplement to the March 29 issue of 
AiR CONDITIONING & REFRIGERATION News. 
Although extra copies were printed 
of this supplement, it was soon sold 
out. 

The supplement has just been re 
printed to fill orders received after 
the original printing had been sold 
out, and to fill other orders. However, 
since the reprint was rather limited 
in number, it is advisable for those 
wanting copies of the supplement to 
order them immediately. Price 3 
20 cents per copy; 10 or more, 15 cents 
each; 50 or more copies, 10 cents each. 
Send remittance with order. 


Has Phoenix Only 10 
Air-Conditioning Jobs? 


343 Fourth St. 
San Francisco, Calif. 


Editor: 

As a constant reader of your wen 
I find many interesting articles tha 
are always helpful, and always !0° 


In the edition of May 24, in = 
“Cold Canvass” section, I noticed . 
you wanted the “low down” on pra 
claim that Phoenix, Arizona, had si 
come the “Air Conditioning Capit# 
of the World.” om 

There are only about 10 actual air- 
conditioning jobs in the city, 
these are made up of banks, theaters 
and department stores. The rest 0 
the so-called “air conditioning = 
cooling is nothing more than a 
desert coolers that fit into the windo 
frame or in the wall. 


(Concluded on Page 13, Column ) 
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Housewife Races Dishwasher — Loses, of Course 


@ tsa 
r i 1 a 
YE , 


Competing for the New York World’s Fair Dishwashing championship (unofficial), the two women on the stage 
One of them had the help of a Westinghouse dishwashing machine, which 
finished up her load in 11 minutes flat—by which time the other woman, equipped only with soap, water, and 


above staged a most unequal battle. 


elbow grease, was just getting under way. 


The contest was staged in the Westinghouse exhibit at the Fair. 


LETTERS 


(Concluded from Page 12, Column 5) 


There are many local companies 
there that make these coolers which 
simply consist of a metal shell with a 
revolving drum inside or a suction 
fan and a small water line that 
saturates the stuffing which is some- 
times excelsior or some other sub- 
stance which will soak up the water, 
but as far as actual refrigerated 
conditioning with humidifiers and 
dehumidifiers there is very few. 

Having lived in Phoenix for about 
eight years, and having just made a 
trip there a couple of weeks ago, I 
think that you will find this infor- 
mation to be fairly correct. = 

E. F. BETHANCOURT 

Note: I am employed here in San 
Francisco by a large manufacturer 
of refrigerating machinery. 


It Costs Plenty To Do 


Original Reporting 


Automatic Heating & Cooling 
Supply Co. 
647 West Lake St. 
Chicago, Ill. 
May 27, 1939 
Sirs: 

We are publishing a house-organ to 
our service dealer trade each month, 
and find that we need various articles 
by authorities on refrigeration serv- 
ice methods and products. 

We note that you publish several of 
these in each of your issues, and 
wonder if you would give us permis- 
sion to rewrite these, giving credit to 


received from subscriptions and ad- 
vertising and we cannot look with 
favor on publishing activities of the 
parasite variety. 


Fruit Storage and 


Window Refrigeration 


E. F. Wilks & Co., Pty., Ltd. 
124 Castlereagh St. 
Sidney, N.S.W., Australia 
Editor: 

We notice an article in our Dec. 7, 
1938 copy of AIR CONDITIONING & 
REFRIGERATION News, referring to an 
illustrated booklet prepared by the 
Portland Cement Association dealing 
with fruit storage. 

As their address is not given we 
would be pleased if you would kindly 
forward our request to them. 

We would be grateful, also, for a 
copy of an article published some 12 
months ago, dealing with window 
refrigeration. We are _ particularly 
interested in this subject and the 
information contained, we believe, in 
this article, would be of great assist- 
ance to us. 

Should there be any cost attached 
to these requests, we would deem it 
a favor to advise us when a remit- 
tance will be forwarded to cover the 
charge. 

We would like to take this oppor- 
tunity of expressing how much we 
value the information contained in 
AiR CONDITIONING & REFRIGERATION 
NEws and we have in fact gone to 
considerable trouble to compile in 
book form for use in the office, all 
articles dealing with commercial 
refrigeration. We have found it of 
great value. 

A. D. CAVENAGH, 
Technical Engineer 


Plumbers Don't Become 


helpful thought to the masterly ex- 
position of conditions by friend Ter- 
hune, I can at least say “Amen” and 
help him pray that the manufacturer 
some day awakes from his benighted 
ignorance and places upon the mar- 
ket apparatus that is not a mis- 
application of old stuff. 

I have warned theater owners 
against the well meant efforts of 
plumbers, sheet metal workers, and 
hardware dealers who have become 
engineers overnight and now have 
the latest designs in air conditioning 
made in their own shop. Out of tin. 

Air conditioning cannot be reduced 
to a “gadget business” though efforts 
are being made to do so. But at 
least the gadgets so necessary in this 
game can be designed to fit into a 
“system” instead of into a conglomer- 
ation of parts. 

I am sending Terhune’s article to 
the editor of “Boxoffice,” and I would 
like permission to publish extracts of 
it, of course giving the usual credit. 
As its air-conditioning editor, I pub- 
lish a few of the many letters re- 
ceived in each monthly issue. These 
letters show the damage done by 
ignorant but well intentioned firms 
who are a liability to the industry. 

GorDON H. SIMMONS 


Hope To Have Code 


In Houston, Tex. 


Burroughs Service Co. 

T. L. Burroughs, Owner 
Fountain Carbonator and 
Electric Refrigeration—Installation 
and Service 
2507 Capitol Ave., Houston, Tex. 

Sirs: 


Enclosed find 35 cents covering 


cost of copy of “Refrigeration Code” 
for City of Detroit, including postage. 
Please mail a copy to us so that we 
will be able to see what the require- 
ments are for installations and service 
in your city, therefore without a doubt 
improving our condition here because 
we do not have a code, however, hope 
to. 
T. L. BurroucHs 


Wants Air Conditioning 


Association Bulletins 


Kramer Auto Radiator Corp. 

210 W. 65th St., New York City 
Sirs: 

Please place us on your list to 
receive the Bulletin of the National 
Air Conditioning Association. 

Please mail them to our New York 
office. Thank you. 

KRAMER AUTO RADIATOR Corp. 


S 


QUOTED 


Heating & Refrigeration 
Prove Unsound Tie-Up 


EORGANIZATIONS have _ taken 

place in a number of the leading 
producers of air conditioning in the 
past six months. When such things 
happen, comment goes the rounds. 
It is difficult at the time to tell just 
what it may mean as to policy, but 
one or two important trends have 
emerged unmistakably this time. 


The notion of year-around air 
conditioning as a _ single technique 
has definitely fallen from grace. It 
arose for a number of reasons. Here 
were two related fields, one with a 
peak in the summer, another with a 
peak in the winter, so why not tie 
them up? Refrigeration machinery 
manufacturers set up to manufacture 
commercial equipment could readily 


manufacture air-conditioning equijp- 
ment such as room coolers and large 
condensing units. When they did 
this four or five years ago, their 
commercial sales outlets, dealers and 
distributors, expected to sell _ this 
equipment, but in most cases they 
were disappointed. 


The manufacturers chose to put air 
conditioning on the market not as an 
adjunct to refrigeration, but as part 
of the heating trade. They set up 
subsidiaries and agencies selling oil 
burners along with room coolers. 


Independently the manufacturers 
of heating equipment eagerly sought 
to get on the air-conditioning band- 
wagon and started calling everything 
by that term. They too went in for 
year-around air conditioning and 
added cooling machinery to their 
wares. It seemed that the heating 
and refrigeration trades were tied 
intimately in the largest part of their 
output, ie., that part going to the 
ultimate consumer, especially the 
home owner. 


The notion was basically unsound 
for two reasons. First, air condition- 
ing so conceived was not one market 
but two. On the one hand, the 
average sales ran about, say, $400 for 
an oil burner or heater in a home, 
and on the other at, say, $4,000 for a 
cooling system in a store. 


Secondly, the heating trades were 
not set up for this type of equipment 
or servicing it, and moreover the 
seasonal aspects did not fit together 
either. Beyond all this, seen in its 
domestic aspects, the market was not 
nearly so receptive to air condition- 
ing, winter or summer, as expected. 
Nor have the makers of hot water 
and steam systems of heating been 
inactive. 


In the upshot it appears that the 
heating trade will go on_ selling 
boilers, burners, and stokers, while 
commercial air conditioning will be- 
come an adjunct to the commercial 
refrigeration business.—D.L.F.—From 
Refrigerating Engineering. 


TIME TESTED “8° IMPROVED/ 
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‘ DERYDRATORS ( 


These new TIME-TESTED Dehy- 
drators have these outstanding 


advantages: 


1. Cone-shaped screen—provid- 
ing greatly increased separating 
area. Shape of screen causes par- 
ticles to settle at base of cone, per- 
mitting free passage of refrigerant 
through center. 

2. Pure wool packing inside cone screen — 
a further protection which traps dust-like 
particles which may penetrate screen. 

3. Improved felt pad between interior cone 
screen and exterior flat screen. 


Most dehydrating agents used in refrigerating systems 
are continually being sub-divided into smaller or dust- 
like particles. This may happen through the taking up of 
moisture, or by abrasion, etc. These particles restrict 
the capacity of, and sometimes completely clog the disc 
screens and filters with which the old, or conventional, 
type dehydrator is equipped, resulting in pressure drop 
and eventual trouble at the expansion valves. 


s) ; R 
ot the author and a adie” ‘oa Enai re) ‘oht Anaconda Copper All Mueller Brass Co. Dehydrators are now 
” Answer: We would like to assist mEPeers vorune provided with cone-shaped screens. This new 


feature, together with other improvements, pro- 
vides maximum drying efficiency with mini- 
mum pressure drop. There is a right style for 
every purpose. Write for descriptive literature. 
Stocked by leading jobbers everywhere. 


MUELLER BRASS CO. 


PORT HURON,MICHIGAN 


Gordon H. Simmons 

926 Cass St., Milwaukee, Wis. 
Editor: 

Thank you for your March 1 
sample copy of AiR CONDITIONING & 
REFRIGERATION News, just received. 
Even though the issue was old, it 
did contain “Terhune Elaborates on 
What’s Wrong with Engineering, 
Price & Merchandising of Air Condi- 


1d you with your plans to issue a house- 
organ but please remember that we 
maintain an editorial staff and an 
establishment for the purpose of col- 
lecting and editing information for 
1d the industry. 
- We receive many requests for re- 
7 printing privileges and it is evident 
that many people fail to realize the 
great expense that is involved in the 


Refrigeration Ti 


Preparation of original news matter 
and technical data. 

_ Jf you have the urge to be a 
publisher,” first ask yourself whether 
you have any worthwhile information 


of your own to offer your prospective 
readers. If your only “editorial tools” 
are a “pastepot and shears” then it 
would be far better to direct your 


efforts in other channels. 
As independent publishers we must 


tioning,” and he pleads guilty for the 
industry to the accusation I have 
been making for the past three years 
in the pages of “Boxoffice,” a trade 
publication for the education and 
edification of theater owners. 

Of all the messes made by dealers 
in the theater field, my files adequately 
show. The chiseling tactics of the 
theater owners have not helped any, 
either. 


THE AMERICAN BRASS CO. 


STREAMLINE 


TRADE MARK REG. VU. S. PAT OFFICE 


MORE EFFICIENT «LESS RESTRICTION - 
GREATLY INCREASED SCREEN AREA- 
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The Preferred METHYL CHLORIDE - 


E. |. DU PONT’DE NemMOuRS & COMPANY, INC. + The R. & H. Chemicals Department - Wilmington, Delaware. 
ey a District Offices: Baltimore, Boston, Charlotte, Ehideee. cladsluad: Kansas City, Newark, New York, Philadelphia, Pittsburgh, - 


San Francisco 
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Commercial Service 


Throttling Valves Control Five Circuits 
In ‘1936’ Brunswick Soda Fountains; 
Compressors Require Oil Separators 


By Arch Black and Dean C. Seitz 


Controlling of Temperature of 
The Respective Circuits 
And Settings 


Similar to any other soda fountain 
refrigeration hook-up, the brick 
storage compartment temperature is 
the lowest to be maintained. The 
desired temperature is maintained 
by the pressurestat setting on the 
condensing unit and the basic recom- 
mended settings are as follows: 

Methyl Chloride—Cut-in point, 18 
lbs.; cut-out point, 6 inches. 

“Freon”—Cut-in point, 35 
cut-out point, 0 Ibs. 

It is to be understood that these 
are basic recommended settings and 
it may be necessary to deviate from 
them under certain circumstances, 
full details of which will be given 
later. 

The other circuits are individually 
controlled by their respective pres- 
sure regulating valves. These valves 
are of the throttling type and a 
cross-section of the valve is shown 
in Fig. 2. Each valve is set at a 
predetermined setting and it is regu- 
lated by the gas pressure within the 
respective circuits. 


lbs. ; 


As heat is applied to any of the 
coils of the respective circuits, the 
refrigerant is vaporized, creating a 
pressure within the coil and which 
raises the bellows plate and the 
needle in the control valve from its 
seat. With the valve open, gas is 
allowed to pass into the main suc- 
tion manifold to the compressor. As 
the required temperature in a given 
circuit is approached, by liberating 
sufficient vapor from the coil through 
the valve, it begins to close. When 
the pressure is lowered to the pre- 
determined setting, atmospheric pres- 
sure plus the spring pressure, the 
valve automatically closes. Conse- 
quently with a good needle and seat 
and no foreign matter in the valve, 
the temperatures in the respective 
circuits will not drop below that 
pressure for which the control is 
correspondingly set. Bear in mind 
that for all practical purposes there 
is no differential in the valve. 

The approximate settings of the 
respective valves are as follows: 


Methyl 
Control Chloride “Freon” 
(a) Water circuit .... 26 Ibs. 34 Ibs. 
(b) Bulk storage ..... 6 Ibs. 12 Ibs. 
(GC) BPUD PET no ecees 29% lbs. 39 Ibs. 
(d) Dry storage ..... 26 = lbs. 34 Ibs. 


THE JOBBER WHO WORKS FOR 
ANSUL WORKS FOR YOU 


THAT’S HIS BUSINESS, and that’s why 
he’s in business. We’re proud of the 
Ansul Jobber Organization ....as 
proud of these men as we are of our 
Ansul products. And we feel certain 


SULPHUR 
DIOXIDE 


these Ansul Jobbers are as proud of 
their wholehearted, friendly service e 


to you as they are of their business 
integrity. Let the Ansul Jobber near 
you begin serving you now! 


METHYL 
CHLORIDE 


rey e 
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Fig. 2—Control Valve 


TEMP. ADJUSTING SCREW 


PRESSURE CONTROL VALVE 


Cross-section of throttling-type 
pressure regulating valve used 
to control refrigeration circuits 
in the 1936-1937 Brunswick- 
Balke-Collender soda fountains. 


The pressure regulating valves are 
manufactured by Temprite Products 
Corp. and the model 750 has a suffi- 
cient range to permit the settings 
for all circuits except the bulk ice 
cream. Later on it will be pointed 
out how the suction line from three 
circuits, water, syrup rail, and dry 
storage, can be connected to one of 
these valves, to obtain the desired 
temperatures. 

The model 750 does not have a 
sufficient range to meet the required 
setting of the bulk ice cream circuit, 
but the Temprite control model 900 
has a range of 0—35 lbs. Either of 
the valves are readily adjusted in the 
field merely by turning the adjusting 
screw which is shown on Fig. 2. 

On top of the valve an arrow 
indicates the direction for turning 
the screw to either warmer or colder. 
Approximately one turn of the ad- 
justing screw produces a 1 lb. change 
in valve setting. 


CHECK VALVE 


On the 1936-37 Brunswick fountain 
two check valves are used, one lo- 
cated on the brick storage circuit at 
the suction manifold and the other 
on the bulk storage circuit on the 
inlet of the control valve marked 
“B.” Both of them can readily be 
seen from Fig. 1 (June 7 issue). 
These check valves prevent high 
temperature gas from the other cir- 
cuits from backing up into the lower 
temperature circuits. 


SURGE TANK 


On all Brunswick fountains a 
surge tank must be used in connec- 
tion with the instantaneous cooling 
principle of their water and soda 
cooler. Primarily the function of a 
surge tank is to prevent short cycling 
of the condensing unit. The surge 
tank which is dead ended into the 
suction line, filling with condensed 
gas gives the system something to 
work on when it starts and without 


The Completeness of the CURTIS Line 
Assures the Correct Equipment for. 


Every Air Conditioning or Refrigeration Need 


HETHER you buy, sell, install or specify air conditioning or 

refrigeration equipment, there’s a Curtis unit that fulfills 
every requirement. Curtis covers a wide range of markets—makes 
possible greater sales. And you can specify Curtis products with 
absolute confidence. 

The Curtis Store and Office Cooler fulfills the air conditioning 
demands of all classes of retail establishments. It's a complete, 
factory designed, packaged air conditioning unit. It mechanically 
cools, dehumidifies, circulates and filters the air—is quickly and 
easily installed with only water and electrical connections needed 
— adaptable for heating, too. It is offered in 3 and 5 ton sizes. 

The Curtis Line of Condensing Units includes sizes from 1-6 
H. P. to 30 tons air and water cooled —also unit coolers, coils, 
evaporative condensers, etc. Every Curtis product is precision 
engineered to deliver economical, efficient, care-free performance 
throughout an exceptionally long life. 


Curtis Refrigerating Machine Company 
Division of 
Curtis Manufacturing Co. 
1912 Kienlen Avenue, 


St. Louis, Mo. 


CURTIS 


REFRIGERATION 


atk CONMBITIONING 
owe COMMERCIAL 


“Builders of Condensing Units 
Since 1926” 


The Curtis $ and O, Cool. 
48 Air Cooled —— + ad Cooled Units | Sand 5 ton pnd sl 
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the surge tank a large compressor 
would run only for a few moments 
and then at far too short intervals. 
Complete description and function- 
ing of a surge tank was given in the 


April 26 issue as it applied to the 


Bastian-Blessing fountain and with 
the exception of sizes there is no 
difference in their purpose as they 
apply to the Brunswick fountains. 
Even though the condensing unit 
may be supplied by others, Bruns- 
wick-Balke-Collender Co. supplies 
one or more surge tanks with each 
fountain depending upon its size. 


OIL SEPARATOR 


It is important to note that an 
oil separator must be installed on 
every compressor used with a Bruns- 
wick fountain. If the compressor is 
supplied by firms other than Bruns- 
wick, the Brunswick-Balke-Collender 
Co. will not be responsible for the 
operation of the fountain unless the 
oil separator which it supplies with 
its equipment is installed on the 
condensing unit supplied by others. 
The oil separator recommended by 
Brunswick is that manufactured by 
the American Injector Co., Detroit. 

The automatic oil separator should 
be installed between the compressor 
discharge valve and the condenser 


Fig. 3—Oil Separator 


Oil separators must be installed 
on every compressor used with 
Brunswick soda fountains. Cross- 


section of a typical automatic 
oil separator is shown above. 


which can be noted from Fig. 1. The 
gas containing oil is passed into the 
separator where its velocity is re- 
tarded and as it passes over a series 
of baffle tubes the oil is removed 
and the gas passes on to the con- 
densing unit. The oil which js 
separated falls to the bottom of the 
shell and when a sufficient quantity 
has accumulated to open the float 
valve, the load returns to the crank- 
case. 

Eight and one-half fluid ounces 
of oil are necessary to lift the float 
valve in the oil separator. Wher 
installing the unit this initial quan- 
tity should be put in the separator 
by pouring the same oil as is use 
in the compressor through the inlet 
connection. 

Fig. 3 is a cross-section of a typi- 
cal oil separator and it should he 
noted that when mounting the 
separator it should always be in 2 
vertical position and firmly set to 
the compressor base or other suitabic 
rigid mountings. 

With the exception of the bob- 
tail unit, Brunswick supplies the oii 
separator with each fountain shippe:j 
from the factory. 


E. Storm Sets Record 
To Win Kansas City 
Bending Contest 


KANSAS CITY, Mo.—One of the 
lowest times ever recorded in a 
refrigeration tube-bending contest 
was attained by E. J. Storm, service 
engineer for C. L. Kennedy, St. 
Joseph, Mo., in winning the contest 
sponsored by the Kansas City chap- 
ter of Refrigeration Service Engi- 
neers’ Society. 

Mr. Storm’s time was 14 minutes 
30 seconds, to put him well ahead of 
other contestants in the project. 
The contest drew an attendance of 
100 persons. 

Second place went to Jules De- 
Wilde of DeWilde Refrigeration 
Service, Kansas City, and_ third 
place to R. Meeker, also of the 
DeWilde organization. 

Judges were M. W. Pehl, consult- 
ing engineer; M. M. Rivard, local 
Detroit . Lubricator representative; 
and E. Mertz, Diesel-Power United 
Engineering Schools, Kansas City. 
Timekeeper was W. L. Davidson, 
Refrigeration Equipment Co., Kansas 
City. 

Blueprints and equipment for the 
contest were furnished by Imperial 
Brass Mfg. Co. 


Madigan & Muller Named 
To Servicing Staff 


SCRANTON, Pa.—Emil Madigan 
and Robert Donald Muller have 
joined the servicing staff of Gethman 
& Muller Co. here. 


Index To Previous Articles on Servicing Soda Fountains 


Following is an index to the 
previous articles in this series on 
servicing of soda fountains, coun- 
ter-type freezers, and low-tem- 
perature cabinets. 


Introduction—Oct. 19, 1938 

Kinds of Refrigeration Systems Used 
in Soda Fountains—Nov. 2 

Design of the Two-Boiler Creamer Unit 
and Service Instructions—Nov. 9 

Information Needed in Mixing of 
Brines and Filling Brine Tanks Used in 
Soda Fountains—Nov. 16 

Service Complaints and Instructions for 
the “‘Two-Boiler” Soda Fountain—Nov. 23, 
Nov. 30, Dec. 7, and Dec. 14 

Operation of the One-Boiler ‘‘Thermo- 
Syphon” Soda Fountain—Dec. 21 

Service Complaints and Instructions for 
One and ‘Two-Boiler Thermo-Syphon 
Systems—Dec. 28 

Service Complaints and Instructions for 
Three-Boiler Soda Fountain Systems— 
Jan. 4 

Service Methods on Cooling Systems 
for Jar Enclosure Sections of Soda 
Fountains—Jan. 11 

Operation of ‘1928 Liquid Hook-Up’— 
Jan. 18 


1931 Liquid Carbonic Soda Fountain 


Operation Outlined for Servicing—Jan. 25 

Hook-Up and Operation of Controls in 
1935 Liquid Carbonic “F-12” Fountain— 
Feb. 1 

1936 Liquid Carbonic Fountain—Feb. 8 

Controls and Solenoid Valves in Later 
Russ Systems—Feb. 15 

How Control Valves Are Used in Three 
Circuits of Russ 1936 Fountains—Feb. 22 

Refrigerant Charge, Line Size, and Con- 
trol Settings For Direct Expansion 
Fountains—Mar. 1 

Correct Methods of Testing Solencid 
Valves and Cold Controls—Mar. 8 

Analysis of Service Complaints on 
Fountains, and Remedies—Mar. 15, Mar. 
22, Mar. 29, and April 5 

How Instantaneous Water Coolers Are 
Incorporated in Soda Fountains—Apri! 12 

Refrigeration Hook-Ups for Soda Foun- 
tains Using Instantaneous Water Coolers 
—April 19 ; 

Installing and Servicing of Controls for 
Instantaneous Water Cooler Fountains— 
April 26 

Correct Charging and Setting of Con- 
trols for 1937-1938 Fountains—May 3 

Service Complaints on Fountains With 
Instantaneous Water Coolers Analyzed — 
May 10, May 17, May 24, and May 31 

Hookup and Operation of ‘1936 Bruns- 
wick Fountains—June 7. 


The New H. & H. 


Designed Le 4 a Master Merchant 
MERCHANTS. Hei 

refrigeration , 
clusive H. & H. illuminated “Sales 


money making case on the market. 


Sell Something Easy to SELL! 


PRO-DU-SELLER 


Double Duty Vegetable Case 


FOR 
ght 52 in. New hydrator 
Equipped with ex- 


Write for information regarding franchise for H. & H. Refrigerator 
Products in Your Territory 


HOLCOMB & HOKE MFG. CO., Indianapolis, Indiana 


r” Panels. The fastest selling, biggey. 
Get this case in your line Ww. 
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obber Cetivities 


Combination Air Conditioning, Service & 
Jobber Operation Profitable In Cuba 


Editor’s Note: The following article might well have been 
put under some other general classification such as “Foreign News” 
or “Service News,” and while it will be of interest to readers 
interested in those subjects, we believe that the essential part of 
the story that Mr. Alvarez tells is that of the development of a 
refrigeration supply jobbing business in Cuba. 


Mr. Alvarez has some rather fresh viewpoints about certain 
phases of his business, and though his practice of retailing service 
would not be condoned by the National Refrigeration Supply 
Jobbers Association in this country, it must be remembered that 
he has to mold his operations to fit a particular situation. 


By A. Alvarez, Manager, Servicio General de Refrigeracion, Havana, Cuba 


Since writing the article published 
in the Foreign Trade Number, Dec. 
2, 1936, I had not had the pleasure 
of sending additional information on 
the subject of refrigeration and air- 
conditioning business in Cuba, which 
might be of interest to the readers 
of AIR CONDITIONING & REFRIGERA- 
TION NEWS. 

Knowing it my duty to serve when 
called upon, I replied to your letter 
of recent date, accepting your kind 
invitation to write another article 
telling of our refrigeration service 
work in Havana, also relating to 
some of our sales activities (confined 
to parts and accessories exclusively), 
and pointing out some of our diffi- 
culties and some of our triumphs. 


CONDITIONING GOOD 


It is gratifying for us to state 
that our opinion as set forth in the 
above-mentioned article, anticipating 
good prospects for the development 
of air-conditioning business in this 
market, has proven to be correct. 
At that time we were performing 
an air-conditioning job in Radio 
Cine, the largest installation ever 
undertaken until then in Havana, 
consisting of four Westinghouse 
model CLS-795 compressors, 25-hp. 
capacity each. 

Now, in 1939, the total horsepower 
applied to air-conditioning systems 
connected to circuits from light and 
power plants owned and managed by 
the Compania Cubana de Electricidad 
(Bond & Share), amounts to 1,049%4 
hp., against 205 hp. in 1936, or a 
total increase of 744% during 1937 
and 1938. The bulk of the business 
was obtained in 1938 (539% hp. 
showing an approximate value of 
$176,400). 


SEVERAL INSTALLATIONS 


Through our service department 
we have been able to contract and 
perform the complete refrigeration 
installation of air-conditioning sys- 
tems at present in operation, as 
follows: 

Fausto Theater, three Westing- 

house model CLS-1320 compressors 
of 40 hp. each; Alkazar Theater, 
three Westinghouse model CLS-1320 
compressors of 40 hp. each; French 
Casino, one Westinghouse model 
CLS-640 compressor of 20 hp.; and 
Fin de Siglo (department store), 
two Fairbanks-Morse compressors 
of 15 hp. each. Also five installa- 
tions in surgical operating rooms at 
an equa! number of private hospitals, 
and other additional jobs of minor 
importance. 
Pd balance of horsepower used 
“or air-conditioning systems up to 
Mea hp. has been sold and installed 
Y General Electric, Frigidaire, Car- 
rier, K; ivinator, ete. 
“ae” ata given herein as to the 
pe and approximate value of 
a we have been able to 
Pe re through the courtesy of 
©mpania Cubana de Electricidad. 


START ANOTHER JOB 


amt next month we shall be 
in y by Start another air-condition- 
ae elation at Compania Cubana 
one o ‘ricidad, main floor, requiring 
we ha “4 850, 25-hp. unit, which job 

ve under contract with Com- 


ad Electric de Cuba, distributor 
Pas €stinghouse. 

onan commercial refrigeration 

he ice and installation business has 
N prog 


Sressive to a very consider- 


able extent. Much of our success 
we attribute to our policy of render- 
ing as adequate and as good service 
as we are able to offer our clients 
by means of a carefully selected 
group of highly trained and experi- 
enced mechanics. 

When we started our service busi- 
ness in 1931, our idea was to provide 
for a most pressing need in any city 
having a population of more than 
600,000 inhabitants—which we _ be- 
lieve is the case in many cities all 
over the world, even with a popula- 
tion of 100,000 inhabitants. The 
writer was fully aware, from the 
very beginning of our enterprise, that 
the reputation of any refrigeration 
make depends largely upon an effi- 
cient installation of the equipment 
and, undoubtedly, the manager of 
any properly conducted service shop 
must realize that the potentiality of 
the service in developing the sale of 
such apparatus is greater than that 
of any other factor in this line of 
business. It is obvious that dis- 
satisfaction on the part of a refrig- 
erator owner is always detrimental 
to the business in general, no matter 
what the make of the deficient unit 
may be. 


EARLY DIFFICULTIES 


One of the most serious difficulties 
we had to contend with in the early 
days of our service activities was the 
lack of spare parts. In some in- 
stances, the policy then imposed by 
manufacturers of refrigeration units 
to their distributors abroad was not 
to sell replacement parts. On the 
other hand, quite frequently we had 
a call for servicing an equipment 
not having a local distributor any 
longer. 

Realizing that the facility for 
obtaining parts required was of 
paramount importance to a success- 
ful service business, we immediately 
began to make contacts with sup- 
pliers in the United States, from 
whom we were then able to purchase 
such parts and accessories needed to 
solve our problem. 


‘BIRTH OF A JOBBER’ 


As our business was increasing 
rather rapidly, we decided to keep a 
limited stock of parts to cover our 
requirements. However, other serv- 
ice shops and service men, knowing 
that we had spare parts in stock, 
soon began to purchase from us. 

We agreed, in principle, to sell 
these refrigeration parts merely as 
a matter of cooperation and help to 
our colleagues, not with a view of 
profiting on them, but a few months 
thereafter our sales on the counter 
had increased to such an extent that 
we were forced to create a retail 
sales department in addition to our 
service business. 

Almost simultaneously some of 
the refrigeration companies estab- 
lished in Havana also called on us 
to acquire replacement parts from 
our stock, particularly when their 
stock of certain parts had been 
exhausted. 


MARKET COVERED 


Many changes in design of refrig- 
eration equipment and improvement 
in replacement parts mostly every 
year, new products being offered by 
manufacturers, etc., have been con- 
tributory to the fact that it is almost 
impossible for refrigeration compa- 
nies in Havana (branches, distribu- 


tors, dealers, etc.), to maintain a 
complete stock of materials used in 
the installation and service, and, 
under the circumstances, we are now 
pleased to state that today every 
concern selling refrigeration equip- 
ment in this country buys parts and 
accessories from us to cover their 
immediate needs. We take this 
opportunity of expressing to these 
companies our deep appreciation for 
their valued patronage. 


During 1937 and 1938 we faced 
another serious problem, i.e., some 
jobbers in the United States began 
to contact service men owning small 
service shops (not having any idea 
as to overhead and cost) and were 
offering prices much lower than 
those corresponding to such clients 
according to their classification. 
These contacts were made either 
direct or through local agents. 


PROBLEMS OF SELLING 


Another jobber in the United States 
has widely spread a catalog through- 
out the Island, where net prices are 
imprudently shown, instead of show- 
ing list prices and then quoting dis- 
counts separately as per type of 
customer. The results are that even 
the ultimate customer, which includes 
owners of grocery. stores, bars, 
cafes, retail butchers, etc., know the 
net cost of any part, inasmuch as 
many service men not having the 
cash money to order a replacement, 
have shown the catalog to their 
clients so as to induce them to ob- 
tain a post office money order in 
favor of the supplier. 

Quite often the work is not satis- 
factory to the owner of the equip- 
ment—and then he decides to call 
for service either on the local dis- 
tributor of the unit or on a reliable 


service organization; however, in 
quoting him, for instance, $12 
worth of material, he “gets up in the 
air,” feeling that he is being robbed, 
just because the price quoted in the 
catalog is, say, $6. 

You can never roll into his mind 
that this refrigeration business is 
entirely different from that of re- 
tailing foodstuffs, where daily move- 
ment, quick turnover, small invest- 
ment, etc., permits selling for $1.20 
what costs $1 and even obtaining a 
fairly good profit. 

To overcome these difficulties and 
avoid further demoralization of the 
market, beginning January first this 
year, we inaugurated a sales division 
—whereby we are not only in a 
position to solicit orders for direct 
shipment to large importers, but have 
also established a method of proper 
distribution by means of consolidated 
shipments, so that even quoting 
prices as per classification of the 
customer, the cost of the product in 
most cases is lower, delivered our 
warehouse, inasmuch as_ shipping 
expenses, freight, custom house 
clearance, etc. on an order of say 
$50 included in a consolidated ship- 
ment amounts to around 25%, where- 
as the expenses on same order if 
imported direct by the client would 
cost him from 40 to 100% expenses 
ad valorem. 


HANDLING COMPLAINTS 


A wide circularization of our plans 
is bringing results desired. In addi- 
tion, our shipping department is 
well prepared to despatch orders 
from interior towns same day re- 
ceived, as we keep a complete stock 
of materials more in demand. 


If defective material from our 
stock is returned to us, and our 


inspection shows that the failure is 
due to a manufacture defect, we 
supply our customer with a new 
replacement. If the part is in good 
condition and the customer is lo- 
cated out of town, we also send a 
new one and use the returned mate- 
rial in our own service, giving our 
client necessary instructions as to 
its handling. 


If the complaint is, for instance, 
on a thermostatic expansion valve 
which has been installed somewhere 
in the city or suburbs thereof, we 
send one of our experts to show the 
service man how it operates or “re- 
pair the defect’? which usually is not 
in the valve. Under this new plan, 
service shop and service men prefer 
to obtain their requirements from 
us, thus preventing their showing 
to owners of refrigerators what they 
call “factory price.” 


COMBINATION BEST 


In conclusion, we believe it is of 
primary importance for a_ highly 
organized service institution in any 
part of the world where field condi- 
tions are alike to combine a well 
conducted service and jobbing busi- 
ness. 

In our case we are very glad 
to say that our company is playing 
an important part in keeping refrig- 
eration parts and accessories moving 
into trade channels so successfully 
as it has been our service end of 
the business. 


I sincerely hope that the foregoing 
will prove to be of some interest to 
the many thousands of readers of 
the NEWS, but particularly to Ameri- 
can manufacturers, to concerns deal- 
ing with the sale of refrigeration 
parts, and to those engaged in this 
sector of the industry. 


MOISTURE FREEDOM 


MEANS SLUDGE FREEDOM 


40- AND 50-TON BAKER ICE MACHINES in University of Omaha build- 
ing installed by Baker Ice Machine Company, Omaha, Nebraska. 


Texaco Capella Oil “D” in use. 


WESTINGHOUSE AIR CONDITIONING UNIT with cover removed, showing 
crankcase. Photo courtesy Westinghouse Electric & Manufacturing Co. 


REFRIGERATING AND AIR CONDITION- 
ING UNITS are all alike in this. To keep 
them trouble-free, they require a thoroughly 


“dry” lubricant. 


To insure this, many of the leading man- 
ufacturers charge their units at the factory 
with Texaco Capella Oil. Texaco Capella 
Oils are dehydrated, keeping oil lines free 
and expansion valves working properly. 
They do not react with refrigerants. 


Lubrication engineers, trained in the selec- 
tion and application of Texaco Lubricants 
for refrigerating equipment will be glad to 


demonstrate that Texaco Perfected Lubri- 


cation can make savings for you. 

To get this engineering service and 
prompt delivery, phone the nearest of our 
2229 warehouses, or write: 

The Texas Company, 135 East 42nd St., 
New York City. 


Texaco Dealers invite you to tune in The Texaco Star Theatre—a full hour of all-star entertainment— 
Every Wednesday Night—Columbia Network—9 E.D.T., 8 E.S.T., 8 C.D.T., 7 C.S.T., 6 M.S.T., 5 P.S.T. 


TEXACO CAPELLA OILS 


FOR USE WITH ALL TYPES OF REFRIGERANTS 
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Engineering 


Faster, More Accurate Calorimeter For 
Compressor Tests Developed By Wile 


HERSHEY, Pa. — Construction 
and operation of a new-type portable 
calorimeter for use in determining 
capacity of refrigerating machines 
was described by D. D. Wile, chief 
engineer of the refrigeration division 
of Savage Arms Corp., before the 
recent spring meeting here of the 
American Society of Refrigerating 
Engineers. Mr. Wile developed the 
calorimeter which he described for 
use in his work at the Savage Arms 
plant. 

Many of the calorimeters used for 
compressor testing have the dis- 
advantage of requiring much time 
for each test run and depending for 
accuracy upon tedious manipulation 
of delicate adjustments. The calo- 
rimeter described by Mr. Wile over- 
comes these disadvantages and has a 
number of desirable features, some of 
which are: 
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| Write for These Valuable Bulletins 


1. Compact and easily portable. 

2. High degree of accuracy. 

3. Moderate cost. 

4. Short time required for test 
runs. 

5. Does not require accurate regu- 
lation of line voltage. 

6. Reasonably fool proof. 

The design is of the secondary re- 
frigerant type using intermittent 
heater operation, the heater being 
controlled by a pressure switch work- 
ing on the pressure of the secondary 
refrigerant. Both heater input and 
motor input are measured by watt- 
hour meters having fast reading 
dials. Suction pressure is regulated 
by a constant pressure expansion 
valve and superheat of the suction 
gas can be controlled by varying the 
pressure of the secondary refrig- 
erant. 

When conducting a test, said Mr. 
Wile, the only adjustments required 
are: (1) adjust expansion valve for 
desired suction pressure, (2) adjust 
pressure control for desired super- 
heat. Neither of these adjustments 
is in any way delicate and once set 
they remain constant. 

Since the operation is completely 
automatic, no attention is required 
except for noting meter readings at 
the start and finish of the test run. 
Three minutes is sufficient time to 
assure an accuracy of better than 
2%. 

Fig. 1 shows a general view of the 
complete calorimeter and in Fig. 2 
it is shown connected to the com- 
pressor of an ice cream cabinet in 
order to measure performance under 
actual operating conditions. 


CONSTRUCTION 


As shown in Fig. 1, the calorimeter 
cell or “boiler” with its insulated 
enclosure is mounted within a metal 
frame. This frame also supports an 
instrument panel and provides a flat 
surface for use as a desk. The frame 
rests on casters for easy portability. 

Detail construction of the boiler is 
shown in Fig. 3. <A 4-in. receiver 
having thin walls was used for the 


outer shell. The coil consists of 17 
feet of %-inch steel tubing. The 
heater well was kept small in order 
to hold a minimum quantity of re- 
frigerant. Sight glasses provide 
means for inspecting the height of 
liquid. 

The ordinary type of immersion 
heater has entirely too much lag and 
will cause long heater cycles, de- 
clared Mr. Wile. Much of the suc- 
cess of the apparatus depends on the 
design of this heater. 

The heater shown in Fig. 3 has its 
wire element in direct contact with 
the liquid “Freon” in the boiler. It 
was constructed by winding the wire 
in a long coil and then wrapping the 
coil on a bakelite tube. The heater 
has tw9 sections which are connected 
through a three-heat switch so as to 
supply 275, 550, or 1,100 watts. 
Leads to the heater are carried 
through bakelite bushings machined 
to a tight press fit. 


WATTHOUR METERS 


The ordinary watthour meter reads 
directly to one kilo-watthour and at 
best, readings can be estimated no 
closer than 100 watthours, Mr. Wile 
explained. In a three-minute run on 
a %-hp. compressor, operating at 
low suction pressure, the heater con- 
sumes only about 20 watthours. 
Obviously a fast reading meter is re- 
quired, the speaker pointed out. 

Special watthour meters were ob- 
tained with a dial ratio 1,000 times 
as fast as normal. These meters 
read directly in watthours and can 
be estimated to a fraction of a 
watthour. This type of meter has 
been developed to a high degree of 
accuracy and is relatively inexpen- 
sive. They can be easily checked at 
any time by means of a portable 
standard. 

For some applications there would 
be a considerable advantage in using 
portable standards in place of the 
watthour meters. These standards 
are not only very accurate, but they 
can be read directly to a fraction of 
a watt. This is particularly impor- 
tant when testing small size com- 
pressors. 

The potential coils of the watthour 
meters are connected through a 
double pole switch so that when the 
switch is closed both meters start 
simultaneously. Thus the input to 
the heater and motor is measured 
over identical periods and the meters 
are read before and after the run 
while they are not registering. 


WIRING DIAGRAM AND 
~PRESSURE CONTROL 


The wiring diagram shown in 
Fig. 4 provides complete control of 


Safeguard the Reputation of Your Equipment 


_ by Using Dependable Wagner Motors 


on Your Compressors, Blowers and Pumps 


It is highly important that you select the 
right motor for the job, since the failure 
of the motor means the failure of the 
equipment which it drives. Wagner 
motors are available with the necessary 
mechanical and electrical characteristics 
for quiet, smooth operation, and depend- 
able, trouble-free service on all types of 
air-conditioning and refrigeration equip- 
ment. Here are a few reasons why 
Wagner motors enjoy such an enviable 
reputation in the refrigeration and air- 
conditioning industry. 


The complete line of Wagner single-phase and 
polyphase motors is fully described in 52-page 
Bulletin 177 on fractional horsepower single- 
phase and polyphase motors, 70-page Bulletin 
182 on integral polyphase motors, and 18-page 
Bulletin 179 on integral single-phase motors. 
Ask for these bulletins. 


M39-8 


WadanerElectric @rporation 


6400 Plymouth Avenue, St. Louis, Mo. 


1. PERFORMANCE. Wagner motors have 
performance characteristics that enable them to 
continue to give faithful service, even under the 
most severe operating conditions. 


2. QUIETNESS. Dynamically balanced rotors, 
concentrically machined endplates, diamond 
bored bearings—these and other important fea- 
tures assure quiet, smooth operation. 


3. RUGGEDNESS. Wagner motors are stur- 


dily constructed and compactly designed. Stator | 
frames are of rolled steel—strong, rigid, will | 


not get out of alignment. 


4. RELIABILITY. Intelligent engineering, 


careful workmanship, high-grade materials, and 
why Wagner 


thorough testing are reasons 
motors are completely reliable. 
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Fig. 1—New Portable Calorimeter 


New-type portable calorimeter recently developed is shown above. Various 
instruments are numbered as follows: (1) suction gauge, (2) discharge 
gauge, (3) watthour meter for motor, (4) watthour meter for heater, 
(5) pressure gauge for secondary refrigerant, (6) pressure control for 
secondary refrigerant, (7) sight glass for liquid feed line, (8) control 
switches and plug receptacles, (9) mercury column for suction pressure, 


(10) thermocouple jack, 


(11) adjusting knob for expansion valve. 


the apparatus, including plug-in 
receptacles for indicating wattmeter, 
voltmeter, and ammeter. 


The pressure switch which con- 
trols the heater must have a small 
differential. The switch shown is of 
the conventional mercury tube type 
and can be adjusted to operate on 
about a 1-lb. differential. 


SAFETY FEATURES 


In the event of failure of the pres- 
sure control, extreme pressure would 
be prevented by the thermally oper- 
ated switch, which opens the heater 
circuit when the temperature of the 
heater well becomes higher than 
normal. This thermal switch also 
protects the apparatus in the event 
that the secondary refrigerant charge 
should escape. There is also a 
fusible plug to relieve excessive pres- 
sure, should it ever occur. 


The suction gauge and the mer- 
cury column are protected against 
high pressure by constant pressure 
expansion valves in the connecting 
lines. These valves are arranged so 
that the inlet side of the valve con- 
nects to the instrument. When pres- 
sure rises to a predetermined point, 
the valve shuts and prevents further 
increase in pressure on the gauge or 
mercury column. 


The original running in of the 
compressor can, if desired, be done 
on the calorimeter, the required con- 
ditions being maintained automatic- 
ally, without attention, Mr. Wile 
explained. 


After connecting up a compressor 
for test it is allowed to operate at 
least long enough to stabilize the 
temperature of the motor and com- 


| pressor body. 


The desired suction pressure is 
obtained by turning the expansion 
valve adjustment. Superheat of the 
suction gas is controlled by adjust- 
ing the pressure in the boiler by 
means of the pressure control. 

Readings are taken of the watt- 
hour meters and then the test rum is 
started by closing the recording 
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switch and starting a stop watch at 
the same time. 

After sufficient time, the test run 
is terminated by opening the switch 
and stopping the watch. The new 
readings of the watthour meters are 
then recorded. The increase in meter 
readings multiplied by 60 and divided 
by the length of run represents the 
watt input to heater and motor. 


ERROR DUE TO INTERMITTENT 
OPERATION 


The on and off operation of the 
heater causes its watthour meter to 
run intermittently. Each time the 
heater operates the meter records 


(Concluded on Page 17, Column 1) 


Fig. 3— “Boiler” 
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Detail construction of the calori- 
meter cell or “boiler.” 
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Fig. 2—Testing a Compressor 
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Portable calorimeter connected to compressor of ice cream cabinet to 


measure performance under 


actual operating conditions. 


1% Error Is Claimed 
For Calorimeter 


(Concluded from Page 16, Column 5) 
faster than the average input rate, 
the following off period balances 
this condition so that the reading 
then equals the average rate. Since 
a test run will not necessarily con- 
stitute an exact number of complete 
heater cycles there is always the 
possibility of a residual error due to 
the intermittent operation. 

The test run must be long enough 
to reduce the percentage of the 


Fig. 4— Wiring Diagram 
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Wiring diagram shown above 
Provides complete control of the 
apparatus. 


residual error to a negligible amount, 
Mr. Wile stated. A simple rule has 
been developed to determine the 
length of run required for any 
calorimeter of this type. 


Fig. 5 shows the manner in which 
the per cent error fluctuates during 
each heater cycle. The heavy dashed 
line represents heater operating 
Periods. This particular curve is for 
& heater operating 50% of the time. 
During each cycle the error varies 

tween zero and a maximum value 
Which gradually decreases with each 
Succeeding cycle. 


Fig. 6 shows how the maximum 
Per cent error of Fig. 5 decreases 
after continued operation. 


If the run happens to start with a 
as On cycle, the maximum error 
ste ye ays be positive, while if it 

rts w ith an off cycle it will always 
eke ative. These two conditions 
ten “€ an error which, of different 
i iS of the same magnitude. If 
a - ee part way through an 
pes wa y ry = error may be plus 
magnitude. will always be less in 
high tthermore, Mr. Wile declared, a 
ine te of heater input, resulting 
a. per cent operating time, 
number" larger error for any given 

Show. cycles. However, it can 
< vn mathematically and tests 
4 Prove that, where the heater is 


*signed for Negligible heat lag, a 


me ; TiN £ i Lae 
<—_ A Oe 


high rate of input causes the cycles 
to become shorter and the total time 
required for the run remains the 
same. 

The maximum error in per cent 
for any number of cycles and any 
heater ratio is expressed as follows: 


100 
b= 
N 

———-_ - l 

1—R 
where E = Per cent error. 

N = Number of cycles. 

R = Ratio of heater operat- 


ing time. 


This equation can be rearranged to 
show the number of cycles required 
to reduce the possible error to any 
given amount. 


100 
N = (1 — R) — +1 
E 
Since the per cent error is usually 


limited to a small quantity, the 
above equation can be simplified to: 


100 
N = — (1 — R) 
E 


It can also be shown that: 


Length of off cycle = Total length 
of cycle X (1 — R) and combining 
these last two equations we obtain 
the expression: 


N X Length of total cycle = 
100 xX Length of off cycle 


E 
or 


Total time of run = 


100 
—— xX Length of off cycle 
E 


or 


Percentage of error 


100 X length of off cycle 


total time of run 


which indicates that for any calo- 
rimeter of this type the error due to 
intermittent operation depends only 
upon: (1) length of off cycle, and (2) 
length of run. 

This relationship can also be estab- 
lished by another approach: 


The maximum error occurs when 
the test run starts at the beginning 
of a heater cycle and finishes at the 
end of a heater cycle. Then the 
residual error equals the excess B.t.u. 
stored in the calorimeter, but: 


B.t.u. stored in calorimeter 
Length of off cycle xX refrigeration 
rate and 


B.t.u. stored in calorimeter 


Refrigeration rate X total time 
substituting: 


E Length of off cycle 


100 Total time 
e . e i: by - 
- aad ey ss ox Wy a 
ae x res awh sie on o2 se 


iN leer sack 


Longer Run Reduces Amount of Residual Error 
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HEATER CYCLES - NUMBER 


Fig. 5—Intermittent operation of the heater causes 
a certain amount of residual error in recording test 
As shown in the graph, the percentage of 
error decreases as the length of run is increased. 


runs. 


e \ 10 


20 30 40 so 60 
HEATER CYCLES — NUMBER 


70 80 


Fig. 6—The line graph above shows how the amount 
of residual error due to intermittent operation can 
be reduced to less than 1% if the test run is con- 
tinued through a sufficient number of heater cycles. 


Therefore, to determine the length 
of run required for any desired 
accuracy it is only necessary to 
measure the length of the off cycle 
and divide it by the required accu- 
racy, Mr. Wile averred. 

Since the length of the off cycle 
is directly proportional to the heat 
capacity of the calorimeter and 
inversely proportional to the refrig- 
eration rate, it follows that the heat 
capacity should be kept small in 
proportion to the size of compressor 
to be tested. 


PERFORMANCE 


Although the present unit was de- 
signed for a capacity of only 3,700 
B.t.u. of refrigeration per hour, it 
appears evident from our observa- 
tions that a _ considerably higher 
capacity could be obtained by merely 


increasing the size of the electric 
heater and corresponding watthour 
meter rating. 


Due to the large difference in tem- 
perature between secondary refrig- 
erant and primary refrigerant, the 
rate of heat transfer through the 
evaporator coil is very rapid. When 
operating at 1,300 B.t.u. per hour 
the gas leaves the calorimeter only 
2° colder than the boiler tempera- 
ture. 

There is no disadvantage in main- 
taining a higher boiler temperature, 
in fact it would reduce heat leakage 
under most conditions of operation. 
Consequently, from the standpoint of 
heat transfer, this calorimeter is 
capable of many times its present 
capacity. 

“Pressure drop through the calo- 


rimeter coil is also an unimportant 


factor, since we are interested only 
in the outlet pressure. We believe 
that the capacity could be increased 
several times without developing 
excessive pressure drop,” Mr. Wile 
said. 


With a refrigeration rate of 1,300 
B.t.u. per hour, this calorimeter has 
an off cycle of somewhat less than 
two seconds and consequently a test 
should be continued for three minutes 
in order to reduce the intermittent 
error to 1%. It so happens that this 
much time would also be required to 
build up a sufficient reading on the 
watthour meters to insure equal 
accuracy. 

Numerous tests have proven that 
with this rate of refrigeration a 
three minute run will produce results 
that check within 1% plus or minus, 
Mr. Wile concluded. 
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17 Coailable Sizes 


803 W. Madison St. 
Continental 


replacement 


European Office: 
Canadian Office: 382 Victoria Avenue, Westmount, 


@ World-wide acceptance proves 


you simply cannot buy a better 


unit for sealing a 


compressor shaft . . . . , 


ROTARY SEAL COMPANY 


Chicago, Illinois 


Waldorpstraat 52, Den Haag, Netherlands. 
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Table 2—Income From 260 Lockers | Table 3—Income From 500 Lockers 
Renters Rental Occupancy 
Locher Ctora es a 
100%— 0% $4,056 $4,732 $5,408 = $6,084 = $6,760 100%— 0% $7,800 $9,100 $10,400 $11,700 $13,009 
90%— 10% 4,165 4,860 5,554 6,248 6,942 90%— 10% 8,010 9,345 10,680 12,015 13,350 
ie 80%— 20% 4,274 4,987 5,700 6,412 7,124 80%— 20% 8,220 9,590 10,960 12,330 13,700 
20%— 30% 4,384 5,114 5,849 6,576 7,306 10%— 30% 8,430 9,835 11,240 12,645 14.050 € 
60%— 40% 4,493 5,242 5,990 6,740 7,488 60%— 40% 8,640 10,080 11,520 12,960 14,409 
P fit & C a D t f L k Fl ts 50%— 50% 4,602 5,369 6,136 6,903 7,670 50% — 50% 8,850 10,325 11,800 13,275 14759 
rol 0s ara ror Locker an 40%— 60% 4711 5,486 6,282 7,067 7,852 40% — 60% 9,060 10,570 12,080 «13,590 15,199 | 
30%— 70% 4,820 5,624 6,425 7,282 8,034 30%— 70% 9,270 10,815 12,360 13,905 15.450 
20%— 80% 4,930 5,751 6,573 ° 7,394 8,216 20%— 80% 9,480 11,060 12,640 14,220 15.300 ' 
Shows That Urban Renters Spend More 10%— 90% 5,039 5,879 6,718 7,558 8,398 10%— 90% 9,690 11,305 12,920 14,535 16.159 | 
0%—100% 5,148 6,006 7,064 7,622 8,580 0%—100% 9,900 11,550 13,200 14,850 16,500 
than 17% of the plants are merchan- 
AUSTIN, Tex.—A concise state- ; at wholesale prices plus a small | dising a complete line of packaged Table 4—Total Yearly Operating Costs 
ment of facts and figures about the | brokerage fee. Compared to what | frozen fish, fruits, and vegetables. | 
advantages of refrigerated locker | the same meat would cost if pur- | These they sell at wholesale price 260 509 | 
plants to both plant operators and | chased through the regular retail | to their locker patrons in lots of 10 Ttems Capacity Capacity 
users of the lockers was given by | channels, there is a net saving of | packages or more to be stored in the | Power and Water—$2 per locker per year............. $ 520 $1,000 
A. A. Geiger of York Ice Machinery | from 7 to 10 cents per pound (locker | individual lockers for future con- | Depreciation—8%—$8,500  .........ssseeeeeee eee eeeee eens 680 8%—$16,000 1,229 
Corp. when he spoke before the | rent and processing fee allowed). sumption. Taxes and Insurance—5%—$5,000 ........-.-.eeeeeeeeeee 250 5%— $9,600 4x9 
Food Preservation Conference held If the renter is accustomed to This merchandising of frozen pack- Labor—first man ($100 per month)................+2++. 1,200 ($150 per mo.) 1,860) | 
at the University of Texas here this | buying the very best grade of meat, | aged foods and the broker service pssaied py Ree Reha nea RNR po 1,200 | 
spring. even greater savings will be effected, offered by the custom butcher, in Lights tee pro Pare wecerse te CoP SORTS EPS ORRDS SES ORE RS pred = | 
The advantages of a frozen food | and in addition he will be assured | addition to the savings of a locker : cneaiteenesnsneebstteeanenaenaaateasasneeSeeenansnet ~ } 
locker service plant to a rural patron, | of uniform quality. service, are the chief contributing ME soos kos 5 Soak poh oh be Sele FRAERIESR AVEC EERE T EES ORTO DEM $3,200 $6,200 | 
said Mr. Geiger, are: Locker service offers the sports- | factors to the increase of’ urban « ie 
He may slaughter any day of the | man an opportunity to preserve and | patrons and those farm patrons who | 000,600 ‘seosle’"in 36° states wat | per yocker frome, urban ‘and ae 
year due to the chilling facilities of | enjoy his fish and game over a | do not raise their own meat supply. pr ane the wast. to the seunatiae | Sentene, i Bestene abvtios — 
the plant and this will afford him | longer period of time. “I have watched and been active | gtates.” greater return is received from ie 
an opportunity to replenish his If any one thing may be deemed | in developing frozen food locker serv- With respect to the advantages to | urban patron; this is due to the Pr 
locker supply often, thus assuring | responsible for the rapid spread and | ice plants in the states of Iowa, | the plant owner, Mr. Geiger has | that the urhacite must rely upon th 
fresh and more palatable meats, and | development of frozen food locker | South Dakota, Nebraska, Ohio, Ken- | prepared a series of tables which | purchasing service of the Santen 
L 


enabling him to utilize a minimum 
locker storage space. 

He may get his meat supply at 
his own production costs plus locker 
rental and a nominal service charge. 

For the housewife it eliminates 
the drudgery and uncertain results 
of canning meats and some fruits 
and vegetables. 

Advantages for an urban patron 
of the plant are: 


service, it is the establishment of a 
custom butcher. He has much to 
do with the success or mediocrity of 
a plant, for it is he who meets the 
patrons, serves them, and keeps them 
satisfied. He is responsible for the 
sanitation of the entire plant and 
allows nothing to be placed in the 
lockers except what he himself puts 
there; in this way everything that 
goes into the lockers is properly 


tucky, West Virginia, Virginia, Mary- 
land, New Jersey, Pennsylvania, New 
York, and all of the New England 
states,” said Mr. Geiger. 

“In the light of my experience in 
opening new territories I have found 
that an idea as entirely new as the 
individual family locker is, at first, 
looked upon a bit skeptically. 

“The inevitable question is, ‘Will 
the locker idea go over in my com- 


show gross income, operating costs, 
and profits of a locker system. 
(These are not actual figures for any 
one plant, but are based on field 
experience. ) 


Table 1—Profit Analysis For 
260 & 500-Capacity Plants 


(Income Per Locker Per Year) 


butcher, whereas the farmer pro- 
duces most of his own supply of 
meat. 

“As the locker users become faiil- 
iar with the advantage of purchasing 
and storing frozen fruits and vegeta- 
bles, the income from brokerage fees 
from patrons will increase, for the 
custom ‘butcher or plant owner will 
purchase these items if this service 
is desired. 


He may purchase his meats for his | Chilled, wrapped, and frozen. munity?’ But this natural resist- Rural Urban 
locker through the custom butcher Recent surveys show that more ' ance can be overcome. What has INDEPENDENT LOCKER 
Rental Charge eareeeree’ $12.00 $12.00 PLANTS PROFITABLE g 
Processing Fees ........ 12.00 9.00 
Brokerage Fees ......... 2.00 12.00 “It has been erroneously stated nee 
and printed that locker plants inde- “se 
WME chide tdsaupoenarwes $26.00 $33.00 pendent of another business cannot H. 
Several recent surveys of all lock- | P@ Profitably operated. The above yh 
er plants in United States show | Chart shows that a 260-capacity plant dea 
that rural families are using 76% Sg pt poe a ae ye Sg eres = 
all lockers and urban families fo : Si pee 
These surveys alo show that 75% | Plants installed by our organization (Gj 16 
” ane ‘1 i = oe + ovndigg ag oll capacity of less than 300 lockers and to 
ing returns may be expected: ee ae ' satisfactory returns wa 
260 Lou 
Capacity e " stal 
Gross Income per Year (Table 2)..$5,412 New Insulation Designed = 
Less Operating Costs (Table 4).... 3,200 
cret 
Be PD 6s. c 6 bits cvasccessersscta $2,212 For Locker Plants woo 
26% side: 
a 500 ST. PAUL—A new insulation prod- latic 
“ Capaci uct, designed for use in locker plants to s 
When we started to advertise Sporlan valves, specitY | and similar refrigerated construc- felt 
Gross Income per Year (Table 3)..$10,406 | tion, is being marketed by Wood insu 
. i “i ~ Py Less Operating Costs (Table 4)... 6,200 | Conversion Co. under the name of stat 
Air Conditioning & Ref r iger ation News was I $ 4,206 | “Nu-Wood” sealed cold storage in- the 
B 26% | sulation. Re 
2 . The insulation consists of units of 
our fi ir st selection beca use we f el t that it “From actual data secured from | Ny-Wood insulation aces nonin a Frig 
Id : P h b ' | f Se aek ae teak beeen pond continuous double coating of water- Frig 
e 3 
’ proof asphalt on all surfaces and Frig 
wou Re ve us e esr g eneral coverag eo the total investment for a complete | edges, to render it highly resistant and 
the refrigeration and air conditioning indust eel eee weet | belts eee. Se 
’ rating equipment, | Product is so designed that it can be 
e rerrigerarion an air conairioning inausiry. lockers, and processing equipment | readily used by the cold storage 


issue. 


Though we have since gone into other publica- 
tions we have continually increased our con- 
tract with Air Conditioning & Refrigeration 
News to the point where we are now in every 
The results we have obtained substan- 
tiate* our original choice and testify to the 


--H. F. Spoehrer, Vice Pres., Spoehrer-Lange Co. 


In order to reach other markets, 
frequently go into other publications. 
made up for their advertising and promotion plans. 


Outstanding is the fact that so many manufacturers 
desiring to cover the refrigeration and air-conditioning 
market decide upon the NEWS as their “first selection” 
for “general coverage” of the industry. 


is the fact that so many of them 
the size of their advertising 


Outstanding 
“continually 
schedules in the NEWS. 


increase” 


Air Conditioning & Refrigeration News 


“The Newspaper of the Industry” 


manufacturers 
Thus “the list” is 


(but not the building site), varies 
from $27.50 to $35.00 per locker,” 
said Mr. Geiger. 

“In our analysis, we have assumed 
that the average rural locker renter 
will use 800 lbs. of meat per year, 
and the urban renter 600 lbs. We 
have allowed a processing fee of 1% 
cents per pound and a brokerage 
charge of 2 cents per pound. This 
brokerage charge is made only when 
the supply of meat for the locker is 
purchased by the custom butcher for 
the patron. 

“The investment returns shown on 
the analysis chart are based on 
100% rental occupancy. Of course, 


to where it will properly serve the 
needs of the community and if a 
reasonable effort is made to famil- 
iarize the community with the 
economy of using lockers. 


applicator, carpenter, or even by 
mechanics of less experience. 

Total thickness of insulation re- 
quired in cold storage rooms usually 
varies from 3 to 8 inches, depending 
on the temperature difference in- 
side and outside of the room. To 
eliminate continuous joints through 
the insulation, Nu-Wood insulation is 
designed so that it can be placed in 
two or more separate staggered 
layers. Size conforms to standard 
construction 16 inches on center. 

First layer is placed between wood 
nailing strips, and the second layer 
is placed directly in contact to the 
first, and is nailed to the strips. 
in emulsified 


Similar type of construction is de- 
signed for floors. 

The insulation is available in 
blocks 1%, 2, 3, and 4 inches thick, 


measuring 14% x 32 inches. 


THE ELECTRIMATIC CORPORATION 
2100 INDIANA AVE., CHICAGO, ILL. 


Electrimatic 


SOLENOID VALVES 


for “FREON”—METHYL—502 
34” FPT Connections 
Manual opening Stem. 

3 & 9 Tons “F12” Liquid. 


: 4 A 44 this is not likely the first year of | Each layer is set 
e ff e ctiv eness ot advertising in the News. operation, but an 80 to 90% occu- | asphalt adhesive, and the entire sur- ADJUS 
pancy is not uncommon even in the | face can then be finished with 4 ba “ 
first year. This is especially true | trowel coat of emulsified asphalt i 
if the size of the plant is kept down | mastic or metal lath and _ plaster. harness 
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Mnstallation ‘Methods 


From Box Car To Farmer's Refrigerator 


4 ye 
i r 


ey ee 


How the interior of the old refrigerator car was equipped to provide 
suitable storage for a farmer’s perishables awaiting shipment to market. 
Note the placement of the forced-draft cooling units and the manifold, 


which permits operation of only a single blower when desired. 
eee 


Ol Railroad Car Storage Box For Farm Produce 
Designed To Give Low-Cost Refrigeration 


ST. LOUIS—With an old railroad 
box car handy and a yen for 
“gsellin’’”” commercial refrigeration, 
H. S. “Woody” Woodard, St. Louis 
Frigidaire commercial refrigeration 
dealer, had no difficulty solving a 
problem of two St. Louis county 
truck farmers—that of keeping their 
vegetables fresh while waiting for 
trucks to load and carry the produce 
to the Chicago market. 


The farmers are Charles and Jack 
Warmann, 8900 Jennings Road, St. 
Louis county, Mo. The cooler in- 
stalled on their place (interior of 
which is shown in Fig. 1) is an old 
refrigerator car mounted on a con- 
crete base. Four inches of mineral 
wool insulation was added to the 
sides, and 8 inches of the same insu- 
lation added to the top of the cooler 
to supplement the 4 inches of hair 
felt with which the car was originally 
insulated. The additional insulation, 
states Mr. Woodard, is to reduce 
the sun load. 

Refrigeration equipment is com- 
posed of three C-820 forced-draft 
Frigidaire cooling units, one FE-6J 
Frigidaire condensing unit, one EC-2 
Frigidaire evaporative condenser, 
and one Superior 3HE-610S heat ex- 


Wilives and Fittings 


Pittsburgh, Pa. 


MASTERCRAFT 


ADJUSTABLE PAD AND CARRYING HARNESS 
The most efficient and ical 
for han: lling refrigerators safely 
Scratching or marring. Pad is 
hamess and both adjustable to 


quipment made 
and without 
separate from 
all styles and 
sizes of cabinets. 
Effcient, sturdy, 
easily and 
quickly applied. 
Adjustable Pad, 
each 
Adjustable 
Harness, 
$6.00 each 
Name of refrig- 
erator attrac- 
tively lettered 
on pad at 50¢ 
extra. 
f.o.b. Chicago. 
Write for fold- 
er and prices on 
pads for refrig- 
erators, washers, 
ironers, ranges, 
radios, etc. 


Pat. Appl'd for 


SEARSE MANUFACTURING CO. 
Cortland Street, Chicago, Tlinois 


changer manifold. ‘‘Freon-12” is used. 

Mr. Woodard engineered the job, 
and the installation was made by 
Sherman Frazier, veteran St. Louis 
refrigeration service engineer of the 
City Refrigeration Service Co. 


Conditions maintained in the cooler 


Shed Installation 


Approved Model Safety Code Specifies Kind 
Of Tubing, Joints & Pressure Relief Devices 


(Concluded from Page 1, Column 1) 
deal with code matters known as the 
Joint Refrigeration Industry Com- 
mittee. Members of this committee 
were drawn from the Refrigeration 
Division of National Electrical Manu- 
facturers Association, from the Air 
Conditioning Manufacturers Associa- 
tion, the Refrigerating Machinery 
Association, and the Compressed 
Gas Manufacturers Association. 

On this committee served some of 
the major executives of the industry, 
and it was in the meetings of this 
committee that some of the more 
controversial points in the original 
proposed revision were threshed out. 


CONSULTED CITY OFFICIALS 


It was the JRIC committee that 
succeeded in getting together the 
municipal safety officials from New 
York City, Chicago, Detroit, and 
Washington, D. C., first in an inten- 
sive session at a resort hotel on the 
Jersey coast, later in the regular 
meetings which the committee held 
around the country. 

These sessions were the difficult 
ones, as each municipal official stood 
firm for his own pet ideas about 
what safety measures should be 
stipulated, and the industry group 
fought against what they thought 
were restrictive measures based on 
“the inherent suspicion of the coinci- 
dence of remote possibilities” to 
quote a phrase coined by Donald 
French, Carrier Corp. vice president 
and a member of the JRIC commit- 
tee. 


NOT RETROACTIVE 


Section 1 of the model code says 
that its regulations “shall apply to 
refrigerating systems installed sub- 
sequent to its adoption and to parts 
replaced or added to systems installed 
prior to its adoption.” It would thus 
not be retroactive. 


Section 3 groups the types of 
places used for human occupancy 
which may be equipped with me- 
chanical refrigeration, in accordance 
with the nature of the human occu- 
pancy. Section 4 classifies the vari- 
ous refrigerating systems by type 
(direct expansion, indirect closed 
surface system, double indirect 
vented open spray system, etc.), and 
section 5 classifies the refrigerants 
into three main groups. The “Freon” 
refrigerants, Carrene No. 1, and 
carbon dioxide are in Group 1, 
ammonia, methyl chloride, and sul- 
phur dioxide in Group 2, and the 
butanes and propane in Group 3. 


Sections 6, 7, 8, and 9 define 
institutional occupancies, public as- 
sembly occupancies, residential oc- 
cupancies, and commercial occu- 
pancies, respectively, and the types 
of systems that can be used for each 
of the various types. Places in 
which persons are harbored or con- 
fined are subjected to the most 
stringent safety rules. Places where 
a large number of persons may 
congregate and where the panic 
hazard is high are subject to slightly 
less rigid rules because the persons 
are relatively free to act in cases of 
emergencies. 


LIMITATIONS ON REFRIGERANT 


For public assembly and commer- 
cial occupancies a limitation is placed 
on the amount of Group 1 refriger- 
ants (the only ones permissible in 
direct expansion systems), the limita- 
tion being by volume of the space 
to be air conditioned as specified in 
tables published in the code. 

Restrictions are placed in the code 
against carrying refrigerant piping 
through floors, unless it is enclosed 
in an approved, rigid and tight con- 
tinuous fire-resisting flue or shaft. 

Each refrigerating machinery room 
shall be provided with means for 
ventilation to the outer air, the code 
provides. If a duct-type ventilating 
system is to be used, it must conform 
to the specifications set forth in the 
code. 

Soft annealed copper tubing used 
for refrigerant piping erected on the 
premises shall not be used in sizes 
larger than %-inch nominal size, 
says the code. Joints on annealed 
copper tubing not exceeding % inch 
in outside diameter may be made 
with flared compression fittings of 
approved type, provided that all 
such fittings shall be exposed for 
visual inspection. 


ABOUT JOINTS 


Joints on hard drawn copper tub- 
ing, the code further provides, if of 
the sweated capillary type may be 
made with an alloy having a melting 
point greater than 1,000° F. or with 
a solder melting at a point below 
500° F., but above 350° F. 


A further provision says that 
soldered joints in pipe or tubing 
erected on the premises shall remain 
mechanically intact when subjected 
to a pull-apart test equivalent to a 
pressure of not less than 300 Ibs. 
per square inch gauge pressure with 
a temperature of not less than 800° 
F., except that this requirement shall 


Inc., 


Smooth and 
Fleet”’ refrigerating machines offer you a standard 
of operating efficiency that is 3 to 5 years ahead of 
the field. Ask for the new 72-page catalog. 


Electric Refrigeration and Air Conditioning 
Division, Evansville, Ind. 


COMMERCIAL REFRIGERATING MACHINES, 


silent as a sailboat, Servel’s “Silver 


Servel, 


Refrigerating machine for the 
converted railway car is_ in- 
stalled in a shed just outside. 
Note evaporative condenser in 
upper left-hand corner. 


are a 40° F. dry bulb temperature 
and a relative humidity of 85%. At 
times the cooler may be required in 
one handling to cool as much as 5 
tons of vegetables from field tem- 
peratures to 40° F. 


The condensing unit is housed in a 
shed just outside of the cooler, and 
condensing water is supplied by an 
evaporative condenser (see Fig. 2). 

Another feature of the installation 
is the use of the Superior manifold 
with a built-in heat exchanger, 
located inside the cooler. The user 
may close the valves to any one or 
more of the blower units when re- 
frigeration is not required in certain 
parts of the refrigerator. The built- 
in heat exchanger protects the com- 
pressor from liquid slugs and pre- 
vents frosting of the suction line 
outside the refrigerator. 


SSE eas 


Kuochs Head Pressure Yor a Loop ! 


Here is a practical and profitable way 

to correct over-taxed air-cooled jobs. 
Install a SUPERIOR ECONOMIZER (Heat Exchanger) between the 
it up with a water 
valve, as illustrated. Set the water valve to open at the maximum 
when the temperature soars and 
head pressure would normally ring the bell. . . 


compressor and air-cooled condenser. Hook 


desired head pressure. Then... 


opens, admitting just enough water to the 
Economizer to keep the head pressure down 
to normal and the capacity up to par. 

Uses water only during peak load conditions, 
and then, very little. 
Write for Bulletin R7, or 
SUPERIOR Jobber. 


SUPERIOR VALVE & FITTINGS CO. 


500 THIRTY-SEVENTH STREET * PITTSBURGH, PENNA. 
Export Department: 100 Varick Street, New York, N.Y. 


see your nearest 


the water valve 


running, noiseless. 


as TOWNSEND STREET 


Customer Builders.... 


Trouble-free drives because they are built for steady 
service. Exclusive construction—endless whipcord strength 
member completely floated in rubber and placed in the 
neutral axis—resists destructive internal heat, stretch and 
side-wear. Thus, they remain flexible, strong, smooth 


THE MANHATTAN RUBBER MANUFACTURING DIVISIO} 


of Raybestos-Manhattan, Tae, 


PASSAIC, N. J 


not apply to soldered joints in pipe 
or tubing of 44-inch nominal size or 
smaller when used in systems con- 
taining not more than 20 lbs. of 
refrigerant. 

The code provides that stop valves 
shall be installed on all systems 
containing more than 20 lbs., but less 
than 100 lbs. of refrigerant, at loca- 
tions as follows: (a) each inlet and 
each outlet pipe of each compressor; 
(b) each outlet of each liquid re- 
ceiver. 


According to the code, refrigerant 
containing vessels (which means 
generally liquid receivers) which are 
not a part of equipment listed by a 
recognized engineering testing lab- 
oratory having a follow-up inspection 
service, shall be constructed in ac- 
cordance with the rules of Section 
VIII (unfired pressure vessel sec- 
tion) of the 1937 A.S.M.E. Boiler 
Construction Code, except that com- 
pliance with paragraphs U-2 to U-10 
inclusive and U-65 and U-66 of the 
aforesaid A.S.M.E. Code shall not be 
required. 


The code provides that each pres- 
sure vessel containing liquid refrig- 
erant and which may be shut off by 
valves from all other parts of a 
refrigerating system, shall be pro- 
tected by an approved pressure relief 
valve in parallel with a rupture 
member or a second approved pres- 
sure relief valve if its gross volume 
exceeds 5 cu. ft. unless its diameter 
does not exceed 6 inches. Each 
pressure vessel having a gross vol- 
ume of 5 cu. ft. or less, containing 
liquid refrigerant and which may be 
shut off by valves from all other 
parts of a refrigerating system, shall 
be protected by an approved pressure 
relief device or an approved fusible 


plug. 


“The Life Insurance 
of SYLPHON 
ee) 


in Sealing 
Crankshaft Bearings 


The Sylphon Bellows is the most 
effective, most durable crank- 
shaft seal. Many manufactur- 
ers of refrigerators and con- 
denser units have proved this 

. have, for years, been con- 
sistent users of Sylphon Bellows 
Assemblies for seal joints. No 
device could have earned such 
wide acceptance among lead- 
ing manufacturers if it were not 
for genuine and proven merit. 


They know that the remarkable 
durability of the Sylphon Metal 
Bellows assures long, trouble- 
free life in the mechanisms in 
which they are used . . . keeps 
their products sold and mini- 
mizes service problems. Inves- 
tigate! Avail yourself of the 
engineering services we offer 
freely for the solution of speci- 
fic problems. Ask for Bulle- 
tin LO-12]. 


THE FULTON SYLPHON CO. 


ENOXVILLE, TENNESSEE 
Representatives in All Principal ede se. ne $ 
in Montreal, Canada and L 
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Mills Novelty Company * 4100 Fullerton Avenue* Chicago, Illinois 


COMPRESSORS 


for Commercial Use 


ACTION-AIR 
SYSTEM 


selling 
circulation in coolers. 
demonstration shows users its many 
advantages. 
to dead air spots, freezing zones, 
too much or too little moisture and 
excessive freezing. 


Gets NEW PROFITS — 
Solves CIRCULATION PROBLEMS 


in Coolers—Sells on Demonstration 


by reduced shrinkage and spoilage, 
by less compressor operation and 
by electricity savings. 


Nice commissions are yours for 
Action Air System of air 
One easy 


EASY TO SELL, makes new 
customers, creates repeat business. 
Get the exclusive sales rights in 
your territory. Write today for 
attractive proposition. 


It’s the quick answer 


Pays for itself 


THE BROWN CORP., 650 Bellevue Ave., Syracuse, N. Y. 


AUTODRAFT 


For Walk-In Coolers 


UNIT COOLERS For 
comfort and low temperature Cooling 


REMPE CoO., 340 N. Sacramento Blvd. 


REMPE 


FIN COILS and PIPE COILS 
for Refrigeration 
and Air Conditioning 


CHICAGO 


AERO-CONDENSER 
AIR CONDITIONER 


~ 


SUPERIORIQUALITY—LOWER COST 


Niagara 
bring advantages of centrifugal fan and spray pump performance 
to models of % 
installation and operation in food 
and comfort air conditioning. 


e X Fan Coolers, air conditioners, aero condensers 


ton capacity and up, provide lower cost of 

rocess and storage, coo. 

rite for Bulletin No. 76. 
NIAGARA BLOWER CO. 

Dept. AR, 6 E. 45th St., New York, N. Y. 


FAN COOLER SPRAY COOLER 


New Heavy Duty Commercial Units 


With increased capacity. See your local jobber. 


TECUMSEH PRODUCTS CO., TECUMSEH, MICH. 


Canadian distributor: 


Refrigeration Supplies Co., Ltd., London, Ontario 


Chit Conditioning 


Kinds of Gas Air Conditioners Now on the 
Market & Applications For Which They‘re 
Best Fitted Described At A.G.A. Meeting 


TULSA, Okla.— “The time has 
arrived when every natural gas com- 
pany should go after the summer 
air-conditioning business as aggres- 
sively and as progressively as it does 
house heating,” declared Charles R. 
Bellamy, speaking before the Ameri- 
can Gas Association convention here 
last month. 

Mr. Bellamy, who is chairman of 
the A. G. A. air-conditioning com- 
mittee, reported that air conditioning 
did not “lead us right out of the 
depression,” because of the fact that 
living standards are closely related 
to income, and when incomes are low 
improvements of this nature are 
regarded as luxuries. 

In spite of the fact that the ex- 
pected “boom” in air conditioning 
failed to come off, Mr. Bellamy cited 
the fact that the industry has had 
a slow, steady growth, from a gross 
business of 10 million dollars in 1931 
to approximately 90 million dollars 
in 1938. 


COMMERCIAL MARKET BEST 


Mr. Bellamy has found that the 
largest present market for air con- 
ditioning lies in the commercial field. 
With less than 25% of the large de- 
partment stores equipped with air 
conditioning and only 10% of the 
larger restaurants, the speaker in- 
dicated that there are 3,000 depart- 
ment stores that are excellent pros- 
pects and some 19,000 restaurants. 

Also included in the “commercial” 


field are stores, shops, _ theaters, 
hotels, hospitals, schools, and 
churches. 


The second best market at this 
time was found by Mr. Bellamy to be 
the industrial field. 

Mr. Bellamy believes that progress 
in the commercial and _ industrial 
fields will accelerate acceptance of 
air conditioning in the residential 
market, which at present is ‘only a 
fraction of the potential market.” 


EQUIPMENT MUST BE SOLD 


Citing the position of the natural 
gas utility in relation to air condi- 
tioning, Mr. Bellamy said that “new 
capital is needed to develop markets. 
Here is where the gas utility can 
step in and help. Gas air-condition- 
ing equipment does not sell itself. 
It has to be sold, and I think our 
experiences with house heating and 
refrigeration proves conclusively that 
successful merchandising of gas re- 
quires the wholehearted backing of 
the local gas utility. 

“To put gas air conditioning 
across, gaS companies are going to 
have to participate with the manu- 
facturers in a campaign of intelligent 
advertising and sound salesmanship. 
All this will cost money, but it 
should be money well spent, for the 
summer air-conditioning load is the 
perfect supplement to our house 
heating business.” 

Because “gas equipment lends 
itself particularly well to the control 
of humidity,” Mr. Bellamy believes 
that recent trends in research which 
show the importance of this factor 
in air conditioning are of great 
interest to the gas industry. 


The NEW KOCH 


WELDED STEEL 
DISPLAY CASE 


Territory Open for 
Alert Distributors 


A completely new display case of welded 
steel construction. Porcelain clad. Lined 
with porcelain and stainless steel. Four 
inch insulation. American Royal cases 
are only part of the extensive KOCH line, 
which includes display cases in every 
price class for any store in any climate. 


KOCH 2:20." 


Mr. Bellamy cited work that has 
been done at Corey Hill Hospital, 
where the A. G. A. is one of the 
sponsors of research carried on 
there this year. Studies made there 
have indicated that a warm dry 
atmosphere is considered the best 
treatment for rheumatic fever and 
other ailments. 


NEW DEVELOPMENTS 


“The 1938-39 developments in gas- 
fired air-conditioning equipment have 
been altogether favorable,” Mr. 
Bellamy said. Of particular im- 
portance to the gas industry is that 
certain types of dehumidifying equip- 
ment have now reached the “package 
equipment” stage. 

“The Kathabar equipment using 
lithium chloride was until approxi- 
mately a year ago custom built for 
each job. This meant high cost for 
equipment as well as high engineer- 
ing cost for the installation. Within 
the past year, however, the equip- 
ment has been re-designed and 
greatly improved. The new design 
calls for standard cells for con- 
tactors, each cell having a rated 
capacity of 2,500 c.f.m. of air and 
being approximately 26 inches wide 
by 36 inches high and 31 inches in 
depth. 

“These cells are now nested in 
frames, similar to filters, and in that 
manner build up to provide a sys- 
tem for any desired capacity. The 
compactness of the new design is 
such that the space requirements 
have been materially reduced; in fact 
in many situations the new equip- 
ment will require less than half as 
much space as the old design. Thus 
it has been possible to reduce the 
price of the Kathabar unit and like- 
wise the cost of installation. 


KATHABAR PACKAGE UNITS 


‘In addition a new series of 
Kathabar package units is being put 
out ranging in capacity from 2,500 
c.f.m. to 6,000 c.f.m.; these units 
being designed to give maximum 
performance at a low overall cost. 

“The Bryant Heater Co. of Cleve- 
land recently introduced to the gas 
industry a new series of dehumidi- 
fier radically different, mechanically, 
from their former models. They are 
similar in two respects only; gas is 
used as the primary source of 
energy, and Silica Gel is used as the 
adsorbent, or moisture extracting 
material. 

“The Silica Gel is held in a 
cylindrical basket made up of two 
concentric cylinders of wire screen, 
one of which is 2 inches less in 
diameter than the other, thus mak- 
ing the Silica Gel 1 inch thick. The 
diameter and length of the basket 
vary with the air capacity of the 
machine; for instance the No. 6 
model has a basket 25 inches in 
diameter, 24 inches long, and the 
No. 14 model has a basket 50 inches 
in diameter and 24 inches long. 


SILICA GEL OPERATION 


The Silica Gel basket is placed in 
the machine in a horizontal position, 
i.e. the principal axis is horizontal. 
It rests upon two shafts, which are 
parallel to the axis of the basket, and 
these shafts in turn are supported 
on ball bearings attached to the base 
of the machine. 

“The supporting shafts are turned 
by a small electric motor having a 
suitable gear reduction; the shafts 
in turn cause the basket to rotate. 
One revolution of the basket takes 
9% minutes. 

“Since two distinct air streams 
must move through the gel basket 
concurrently, slip seals are provided 
to keep these air streams separated. 
The dry air stream utilizes 210° of 
the arc of the basket, while the 
activation air utilizes 150° of the 
are. Furthermore, the activation air 
is divided by an additional seal into 
two portions, the larger portion being 
heated by the gas flame, and the 
smaller untreated room air for cool- 
ing purposes. The heated air uses 


- gas-fired 


120° of the activation arc, cooling 
air 30° of this arc. 

“Each air stream has its own fan, 
ranging from %4 hp. on the smaller 
units to 2 hp. on the large machines,” 

The machines are continuous in 
every respect and gas burns all the 
time they are in operation. 

“While the air is being dried by 
one portion of the rotating ge 
basket, the other portion is being 
activated and cooled. The activation 
air is heated to about 325° F. before 
it enters the gel to drive out the 
adsorbent moisture. The leaving 
temperature of air is about 150° F.” 


RE-SATURATING COOLING 


With the new Bryant units “ve. 
saturating cooling’ may be used, 
This consists of using extremely dry 
air, cooling this air in the air-dry 
cooler with whatever water is avail- 
able, and then spraying water back 
into the overdried. air. 

“The evaporation of water into 
this air will lower its temperature, 
but not enough water is added to 
nullify the drying effect on the 
conditioned space. Thus, with re- 
saturation cooling added, the indus- 
try has a complete cooling and 
dehumidifying unit, competitively 
priced, which _ still incorporates 
inherently in a large degree the great 
advantage of independent tempera- 
ture and humidity control.” 


WILLIAMS AIR-O-MATIC 


Mr. Bellamy stated that the “first 
absorption refrigeration 
process for air conditioning to be 
placed on the market is that manu- 
factured by the Williams Oil-O-Matic 
Heating Corp. and called the Wil- 
liams Air-O-Matic refrigeration unit. 

“The refrigerant used in the Air- 
O-Matic is methylene chloride and 
the solvent is dimethyl ether or 
tetraethylene glycol. Both _ sub- 
stances are said to be essentially 
non-toxic, non-irritant, non-corrosive, 
chemically inert, and chemically 
stable. 

“One of the features of the Air-O- 
Matic apparatus is its inherently low 
working pressure. The low side 
pressure in this machine will ordi- 
narily be within the range of 21 to 
24 inches mercury vacuum and the 
operating high side pressure within 
a range of 3 inches of vacuum to 
4 lbs. gauge. 

“The four parts of this machine 
are (1) absorption unit, to provide 
refrigeration for comfort cooling, 
(2) water-cooling equipment, to dis- 
sipate heat liberated by the absorp- 
tion machine, (3) air-distribution 
unit, to provide air circulation, posi- 
tive ventilation, air cleaning, and 
(4) control system, to regulate tem- 
peratures in the conditioned space. 


SERVEL AND MILLS 


“Some time during the year it is 
expected that two other companies, 
namely, the Mills Novelty Co. and 
Servel, Inc. will have important an- 
nouncements to make regarding new 
gas-fired absorption refrigeration 
equipment for air conditioning. Both 
of these companies have been carry- 
ing on extensive experimentation 
along this line for some time and 
are now making practical field tests 
on their air-conditioning machines. 

“The Mills gas-fired absorption 
refrigerator is a novel application of 
the well-known ammonia evapora- 
tion-absorption cycle. It performs 
the two functions of this cycle with- 
out mechanical devices or moving 
parts, by means of pressure differ- 
entials and gravity. For the present 
the capacity of this machine is 
rated at 18,000 B.t.u. of refrigeration 
effect per hour. One of the interest- 
ing objectives of the builders is to 
produce a low-cost unit suitable for 
air conditioning not only medium 
but small-sized homes. 

“The new Servel unit is intended 
for all-season air-conditioning pur 
poses, that is, heating and ventilat- 
ing, ventilating only, and cooling 
and ventilating at the choice of the 
user. Very little publicity has been 
given to this development so {ar, 
but the Servel company has made 
an installation in the Good House- 
keeping Model Home at the New 
York World’s Fair and is planning 
some field installations this summer. 

“In the Servel unit cooling 
obtained by using a closed absorption 
refrigeration unit in which the re 
frigerant is water and the absorbent 
lithium chloride solution. The unit 
is hermetically sealed and there are 
no moving parts in the refrigerating 
system. Since water is the refrig- 
erant the unit operates at a hig 
vacuum. The generator is heated by 
steam from a gas-operated atmos 
pheric steam producer.” 
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Foreign News 


Means More Sales 


Expansion of Market In South Africa 


For U.S. Exporters 


Absence of Import Duties Holds Cost Down; Freight 
Charges Are Outstanding Item of Expense 


DETROIT—With increasing public 
acceptance and demand, refrigera- 
tion is rapidly coming into its own 
as an established factor in the mod- 
ern life of the Union of South 
Africa, said Joseph Katzen, manu- 
facturers’ representative in Johannes- 
purg, during a visit to the offices of 
AIR CONDITIONING & REFRIGERATION 
News recently. 

As South African representative 
for Sparks-Withington Co., maker 
of Sparton refrigerators and radios, 
Mr. Katzen is thoroughly familiar 
with the refrigeration field. He also 
is representative for other lines of 
radios, radio parts, and other appli- 
ances, and for Winchester Repeating 
Arms Co. 

“It is really remarkable,” Mr. 
Katzen pointed out, “that with a 
white population of only about 
2,000,000, South Africa is the largest 
refrigerator export market for the 
United States. Last year South 
Africa bought about 20,000 refrigera- 
tors from America, and in 1937 
bought approximately 30,000. 

“Along with Great Britain, Canada, 
and Brazil, South Africa also is a 
leading buyer of American commer- 
cial refrigerators and _ refrigerator 
parts. 

“The South Africans are now de- 
manding refrigeration, particularly 
commercial equipment in_ stores, 
restaurants, and ‘milk bars’ or soda 
fountains. 


NO MACHINERY MADE 


“A few companies are making 
commercial refrigerator cabinets on 
a custom-built basis, with nothing 
like line production. There are no 
household refrigerator factories, and 
no refrigerating machinery at all is 
made in South Africa. Practically 
everything is imported, and as there 
are no import duties on refrigerators, 
the cost is kept well down.” 

Mr. Katzen explained that it would 
not be worth while setting up fac- 
tories in South Africa to produce re- 
frigerators under the present condi- 
tions because such a move would be 
much more expensive than importing 
the units. Refrigerators may be 
brought into the country completely 
assembled, he said, with no import 
duty applying. Thus it is not even 
necessary, aS in some other countries, 
to import parts and reassemble them 
into units. , 

The only outstanding item of ex- 
pense involved in the importing of 
refrigerators is the freight charge, 
Mr. Katzen explained. Shipment of 


Manufacturers are in- 
vited to write for com- 
plete details regarding 
Universal Cooler re- 
frigerating units. 
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Universal Cooler Corp., Detroit 


D CONTROLS © 


3 Write for Catalog — 
ELECTRIC SWITCH CO. 


“GOSHEN, INDIANA 
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A COMPLETE LINE OF 
COMMERCIAL REFRIGERATORS 
DISPLAY EQUIPMENT 
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equipment in the United States from 
factory to port, plus shipment across 
to Capetown or some other South 
African port, plus shipment from 
this port to the final destination in 
South Africa, amounts to a consider- 
able cost. , 


The question of air conditioning 
has more to do with humidity than 
either cooling or heating, Mr. Katzen 
said. In the cities of the interior 
highlands, such as Johannesburg, the 
climate is, on the whole, quite com- 
fortable the year around. The main 
problem is the dryness of the air in 
the higher atmosphere, so_ that 
humidification is the principal re- 
quirement. 


In the coastal cities, such as 
Durban, the temperature is about the 
Same as on the plateau, but the 
humidity is so very much higher that 
at times it is quite uncomfortable. 
Under these conditions, therefore, 
dehumidification is the requirement. 

Unit air conditioners, for rooms, 
offices, and stores, would be most in 
demand, Mr. Katzen believes. 

South Africa’s population, Mr. 
Katzen said, is composed of about 
2,000,00 whites and 6,000,000 blacks. 
The white element has almost all of 
the wealth, he pointed out, and com- 
prises the refrigeration market. 


BLACKS AID REFRIGERATION 


However, the blacks are indirectly 
responsible for the growth of refrig- 
eration, because those who live in the 
cities and towns are being taught to 
like ice cream, beverages, and other 
foods which require _ refrigeration. 
Thus, as the blacks consume more 
and more of these foods, more and 
more refrigeration equipment is 
needed. 

Mr. Katzen, American born and 
bred, went to South Africa about 
twelve years ago, having married a 
girl from Johannesburg. He has 
made it a point to return to the 
United States for a visit about every 
five years, he declared. 

South Africa’s prosperity, he said, 
depends directly upon the United 
States, since the latter is the 
dominion’s greatest market for gold 
and diamonds. 

America is now buying practically 
all of South Africa’s gold, whether 
direct or from other countries which 
in turn have bought from South 
Africa. 

“It seems really funny to me,” 
Mr. Katzen said, “that gold is dug 
out of the ground in South Africa, 
shipped to America, and buried in the 
earth again down in Kentucky. 
America has almost all of the world’s 
gold supply right now, and when it 
has all of it, the rest of the world is 
just going to say, ‘All right, you’ve 
got it all; now just sit on it and we'll 
use something else.’ 


DIAMOND PRICES 


“It’s an interesting thing about 
diamonds, too. The United States is, 
in the end, the main buyer of South 
Africa’s diamonds. But if the price 
is not good enough, the South 
African diamond firms just store the 
precious stones in their vaults and 
wait for the price to go up. 

“Or, the diamonds are shipped to 
Europe, where most of them go first 
anyway to be cut, particularly to the 
Netherlands, and are held there by 
the cutting companies until the 
American price suits them.” 

If England gets involved in another 
war, Mr. Katzen said, South Africa 
probably will go in on her side the 
same as in the last war. It is to 
South Africa’s advantage to do so, 
he explained, because the mother 
country has a very protective navy, 
has untold wealth, is economically 
sound, and is a “‘very fond mother to 
loyal and dutiful children.” 

All the dominions of the British 
Empire are, of course, self-governing 
and can decide for themselves 
whether or not they want to go to 
war, Mr. Katzen pointed out. 
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More Refrigeration 
For China Seen as 
Japanese Enter 


TIENTSIN, China—Infiux of Japa- 
nese residents to North China may 
increase the demand for mechanical 
refrigeration equipment in this coun- 
try, in the opinion of Harry Fuchs, 
owner of the “Rin-Tai”’ Refrigerator 
Mfg. Co., only manufacturer of elec- 
tric refrigerators in China. 

Natives of Tientsin and its sur- 
rounding areas are not as yet refrig- 
erator-minded, Mr. Fuchs _ reports, 
and at present the company’s annual 
refrigerator output is less than 1,000 
units. Japanese citizens, however, 
are more inclined to adopt modern 
equipment, and he believes their 
entry into the country may bring an 
increase in sales. 

Models of the “Polar” line, as it is 
called, manufactured by the company 
range in capacity from 4 to 7 cu. ft., 
and in price from $500 to $750. All 
parts, except motors, are made in the 
company’s own factory. The latter 


are imported from the United States. | 
A shelf-storage arrangement on | 


the cabinet door is a feature of all 
models, and on the deluxe units a 
dry-storage base compartment also is 
provided. Evaporator on the smaller 
models is set against the upper left 
side of the cabinet interior; in the 
deluxe model it is centered, as in 
American-made machines. 

Striking similarity of sales appeals 
to those used in the United States is 
shown in these excerpts from some of 
the company’s promotional literature: 

“Polar is a_ definite insurance 
against the ill-health of your family, 
your little ones. It preserves your 
food in vitamin-fresh condition, and 
prevents contamination of any and 
every kind. 

“Your favorite beverage, Polar- 
stored, will taste better. Your fruit, 
butter, eggs, vegetables, and a dozen 
other commodities of daily life will 
taste sweeter, fresher.” 

Special features pointed out in the 
company’s literature include low cost 
of operation, quietness of operation, 
dependable and service-free opera- 
tion, automatic temperature control, 
current control, easy-opening door, 
automatic interior light, double- 
plated copper shelves, and speedy ice 
cube delivery. 

Models are offered in ‘different 
finish of all appealing colors,” and 
each unit has a free service guar- 
antee of two years. 


Key Specifications of 
‘Rin-Tai’ Refrigerator 


SeGGGl FF. variiséiascuars RT1001 8RT1938 
Storage Capacity (cu. ft.).. 6.0 6.0 
Shelf Area (sq. ft.)........ 7.6 8.75 
Door Basket Cap. (cu. ft.). 0.6 0.6 
INO. OF BNGIVGD: cvcccicecicss 3 3 
No. of Door Baskets....... 4 4 
i |; Mere ee eer ere eer 3 4 
No. Cubes per Freezing.... 63 84 
PRUNES CC BOG 0iiscccccves 4 6 
Height (inches) ........... 5514 61 
WIGth (1NGROD)  .occccccccs 26 28 
Depth (inches) ......s0.60. 21 23 
Exterior finish: Dulux (both 
models). Interior: Dulux (both 
models). Compressor: 1 cylinder. 
Condenser: continuous fin tube type. | 
Motor: %-hp. General Electric. 
Evaporator: Polar. Control: auto- | 


matic temperature control. Ice trays: 
stamped aluminum. 
1,425 for 50 cycle. 
sulphur dioxide. 


Motor speed: | 
Refrigerant: 


THE BUYER'S GUIDE 


WELDED STEEL 


NEW 1939 FEATURES 


Tyler’s original welded steel construction is 
still the most advanced in the commercial 
refrigeration field. Aad the 1939 line is the 
greatest ever. New improvements include 
wider doors, for greater accessibility; wider 
front glass for increased visibility and new, 
patented NON-GLARE lighting system for 
brighter display. 


THE BIG VALUE LINE 


Complete line covers wide field. 
Built from erience with thou- 
on of installations, Offers sensa- 
tion 


t values because of standard- 
ized quantity production. You can 
meet today’s demands with Tylers 
and make more money. Write NOW 
for dealer proposition. 

New York Office: 601 W. 26th St. 

Boston Office: 683 Beacon St. 

Chicago Office: 1663 W. Ogden Ave. 


TYLER FIXTURE CORP. Dept. R, NILES, MICH. 


J 


Send for our big catalog. It’s FREE TO YOU if you write on your 
letterhead. We only sell wholesale. You'll find it contains only quality 
merchandise and complete stocks, too, of all 
AIR CONDITIONING and REFRIGERATION 
PARTS, SUPPLIES and EQUIPMENT 


THE HARRY ALTER CO. 


1728 S. Michigan Avenue, Chicago, Illinois 
: Ho § SHICRee ERANCHES «NORTH, WEST, SOUTH 


NEWYORK DETROIT CLEVELAND ST.LOUIS 


161-163 Grand St. 5013 John R. St. 4506 Prospect Ave. 2910 Washington Ave. 


Equip yourself with one of these ine 4 
ensive flaring tools for handling copper, 


-@ With an Imperial flaring tool you make 
exactly the right type of S.A.E. flared 
|. joint so that you can be absolutely certain ass or aluminum tubing work. Ask your 
| of a tight connection. Self centering yoke. jobber for complete information or write 
Mo danger of cracking or splitting tube. for catalog. a, 
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THE IMPERIAL BRASS MFG. CO., 565 $. Racine Avenue, Chicago, Illinois 
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~ RJS-830 Offers All of These a 
IMPORTANT FEATURES! 


Ts small, sturdy, precision-built general replacement control - - 
which fits the majority of new model household refrigerators having 
overload protection built in the motor - - gives you these outstand- 
ing advantages: - - 

1. Outside Differential Adjustment -‘ 

2. Adjustable Dial Pointer 

3. Adjustable Mounting Brackets me 4 


Easily and quickly installed. Low priced. Completely dependable. 


Glance _INC., “oS z a \ 
~ Columbus,Ohio,USA | | “a Oe 
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55 Years 1886 
OF Mes ee 
1939 


PERCIVAL Line 
meets EVERY NEED ! 


Includes Coolers, Reach-In Refrigerators, 
Top Type, Double Duty, Delicatessen, 
Dairy’ and Produce Display Cases and 
Percival Condensing Units. 


SERVICE 


ro - 


Where Air Conditioning Was Installed 
In Cedar Rapids, lowa In 1938 


(Data Supplied by Cedar Rapids Div., lowa Electric Light & Power Co.) 


CLASSIFIED. 
ADVERTISING 


RATES: Fifty words or less in 6-point 


lity built; corkboard — insulated; Make of Equipment Hp. light-face type only, one insertion, $2.00, 
~~, 8 beautifully streamlined. Name ake quip Pp additional words, four cents each. Three 
Colling eystom fo expend to mane. consecutive insertions $5.00, additiona) 
Write for attractive prices, literature Offices words ten cents each. mn on s 
ot Sania) page I a sans tices Venn 5 PAYMENT in advance is required for ai 
og sawed # occ orcreeneccceceseresovevevce pend u = y, | advertising in this column. g ail 
I Cc L Pp CIVAL Co St MRE Tes oy bebo ck apexeeasodetcd’ GEE: 230046 006¢05000 Fes bus RRPLING to advertisements With Bos mor 
— oneal ER id No. should be addressed to Air Condition. in 
DES MOINES,IOWA ~ Barber Shop ing & Refrigeration News, 5229 Cass 1,11 
ve., Detroit, ch, , 
PO OD bok oo occa icon cs ewsesse || er errr errr % = rep 
POSITIONS WANTED pro! 
allt Gas 
D epartment Stores YOUNG SERVICE Engineer desires posi. A 
PROF IT [| NE FOR 139 Ee re Ty rere ce eee eee IIE k.k6c.0s shoe pisses csoenreaniss 60 tion with chance for advancement. Age ond 
28, over 3 years’ experience in servicing, 1 
Theaters a a A dee a 
i mpressor mercial equipment. A.C.I, dent, | 
Rerigerster ond Sangin Pal Custom Built Deep Well | honest and dependable. Do first-class sho' 
sales go together. SHERER offers BIRCH ccc cdccccccccccesccsesccesceseeccccc cs «GENER EOUREEE wo poccccceccccoses . work—any type machine. Own car pore aot 
a complete line of cases, coolers PG hiweretelssvesiheeerberreendes ba eexeoas ee err ee ee Deep We tools. Western location preferred but not Ww 
db b Id with your essential. Box 1154, Air Conditioning ¢ E 
GAG DOKSs 10 OS SEIS Win y Stores Refrigeration News. for 
compressors. mon 
Write for catalog and franchise ES 5s a yids 540 bas SOSH WA.S Hea AS ROD ES I Diioxs5sc0086Ks Vereen eier = ENGINEERING SERVICE bein 
details, mentioning territory desired. POOPED .ncrcccsscscevcccvcccccscscsscoceces Hd a : REGISTERED CONSULTING Engince: last 
Ne. NNN 5 66.5:45:5:5.6 55 s0 5490060800805 ; Ree with twenty years’ experience designing of 3 
SHERER-GILLETT CO., Marshall, Mich. OL PPS ree Ort hee ee Se ETO CT RTT Tee eT WRRMRINOOND: 5550540 h55¥o-8005000%0 3 and developing heating, refrigerating, and B 
Manufacturers of Refrigerated Display and Storage Equipment Real ve Seukds cal ok aes A cry well 
available for designing and developing mar 
REE. Soeo2dkessvanen Reese ohass 4 products or laying out systems. Will 2 
EEE, iii did 8 Fated a(h bb 5-0 SA Pee OSES Frigida 63. 
Brosh Carrie 5 furnish ideas, or work out yours. F. 0, four 
ee rer rr re err Tre a DRO - ce hiesesatvaseiaradsw kates JORDAN (ASRE), 2150 Lawrence, Chicago ne 
DOORS THAT GLORIFY THE CABINET \iyarers settoctiser anager a 
son 
REE 5-5-6 026 Gdn at bs oa owheeGw are keowen DO Te eee rrr ee eee oe % COMMERCIAL LINE refrigerator display 
HE Ace Hard Rubber the enthusiastic endorsement of MEME Shih sudw tere ont nlaeew erie cd oessets NL rs 66 sa: Ce. Roan Sear eeeT whe % | cases, walk-in coolers, and refrigerators: — 
T voxit” units (doors, rails, manufacturers and dealers PINES SSisien se Geb acuesipvicua car suis ntee Resets OM EN eceks ereres bee saebane snes % | also direct draw, Wg throng 
Jambs) are the last igcration | alike. For detailed Information Se ae ab ae Ge a eh Refri 
modern display Seip cle and prices write to: American Homes Geeents, ates teense sevelaeann saad 
door equipment. They not o J Hard Rubber Co., 11 Mercer Dick Meist Custom Built y, | to help sell. 70 years in business. Write Irone 
improve the appearance 0 Ot, New York... 114 Weat c eT SCOTS Tea | a Sy eee ee for full information. EHRLICH RE. Radi 
your cabinets but the service 4 errr erry Terry erry tee GEIINE. ssabccciercevcscixcrxisevsns % | FRIGERATOR MFG. CO., St. Joseph, Rang 
obtained. Eight out-standing we on ao Chicago, Ill. Mo. a 
engineering features have won eee ron, °. vacu 
. : Newspaper ” BUSINESS OPPORTUNITIES 
NI is £9 4.0055460:6 0) cad SRE eR ELES SEDO PNG Sebi reketinacesaseueses ere 
abd ied Gazette (Plant & Office) .............00.005 SEES OLN SN 10 A PROMINENT Ohio Corporation, well 
ACE LOX i if PATENTED DOO RS 4 established for many years in the appli- 
ance and supply field, and with an 
a Tavern organization of wholesale men and dealers 
ing the state, would like to contact 
ES ee eee ee bo, Ce Te Tee re 10 Gover: 
responsible manufacturers who are in- 
i j i i terested in acquiring the services of such 
Gilmer Puts Dollars in Your Pocket with this itae Manes OO Se SSS Ses serves, Ae wat 
i g throughout this area. Ample merchan- 
Gilmer Belt Catalog BE I ioe s5 ois thesrekeee eancwiees DIOS. - ee vte05 600 40d%555000505-08 2 dising-warehousing and financial facilities, 
a All replies held strictly confidential. 
“AMERICA’S BELT BIBLE” | Card Room Box 1158, Air Conditioning & Refrigers 
on News. 
ais 1939 Edition ‘ gg | ere eee ee eT PROWVINGIOE os cssiesccvsecccss sevice 3 


= ; “a : CITY — Frank H. ia — ial 
- = The Wilson line is complete, exclusive, and modern. For full Pans saaaanine of the Ghent bg Cafeteria Industr 
. hd s sd fe 
information, prospective dealers should address: ing department of Gar Wood Indus- Commercial Remo A 
tries, Inc., Detroit, has been re- Surge Tanks Pipe Coils 
SMYRNA elected president of Oil Burrer . - 
WILSON CABINET CORP. ,222™, Sastitute Sor the 280 term. Filtrine Mfg. Co., Brooklyn, N.¥ 


Lists more makes... more models... more sizes of electric 
refrigerators than any Previous f.h. p. belt catalog ever printed! Also 
includ hi ines, air conditioners, oil burners, stokers, 


woodworking tools, ete. 


188 PAGES. .OVER 5700 MODELS. .149 MAKES 


of refrigerators alone. It’s Yours FREE... Write today to 


L. H. GILMER COMPANY: racony, PHILADELPHIA 


A NEW REFRIGERATOR DOOR GASKET 


firmly anchored to a resilient Sponge Rubber Cushion 
with a substantial tacking flange. Also made in 
Yo" cushion height. 


Many types in molded or extruded rubber and in 
Rubberized fabric coverings available for original 
equipment or replacement use. 


General Offices ARROW PRODUCTS CORPORATION 
420 North La Salle Street m4 


CHICAGO 


Factories 
Chicago & Grand Rapids 


WATER COOLING 


Wisconsin Power Awarded 


Charles Coffin Medal 


Kansas Utility Shows 
Increase In Taxes 


KANSAS CITY, Mo.—Increase in 
taxes of Kansas City Power & Light 
Co. since 1915 has exceeded the com- 
bined increases in customers, em- 
ployes, and payroll, the utility points 
out in a full-page advertisement in 
the Kansas City Journal. 


customers have increased 265%, em- 
ployes 345%, and payrolls 796%. 

Wages paid to its 2,017 employes 
amount to $10,500 a day, the com- 
pany states, while direct taxes total 
$5,800 a day. Attention is called to 
the fact that, despite these increased 
costs, electric rates have decreased 
steadily. 


Allison Heads Promotion 
For Keystone Brass 


PHILADELPHIA — Samuel H. 
Allison has been placed in charge of 
sales promotion and advertising for 
Keystone Brass & Rubber Co. here, 
effective June 1. 

Mr. Allison has been associated 
with Hart & Crouse Corp., Utica, 
N. Y., in a similar capacity for the 
last four years. Previously he was 
advertising manager of International 
Heater Co., Utica, for nine years, 
and has had considerable newspaper 
editorial experience on New York 
state and Massachusetts papers. 


WILSON ELECTRIC 


ICE-MAKERS 
FIND A READY MARKET... 


Hotels, hospitals, clubs, taverns, estates, schools, colleges, 
institutions of all kinds have need for ice made in the 
modern, sanitary way with the Wilson Ice-Makers. 


The Wilson LIFE-TESTED Cabinet houses (1) the ice-cans 
on a sturdy rack, (2) a refrigeration coil with one and 
one-half times the normal ice-making capacity. 


With the greatest economy and efficiency Wilson Ice-Makers 
produce from 75 pounds to ONE TON of ice at one freezing. 


NEW YORK CITY — Wisconsin 
Electric Power Co. has been awarded 
the Charles A. Coffin Medal for 1938 
for its outstanding contributions to 
the public and to the power and elec- 
tric industry during the year. 


Presentation of the award was 


meeting here. Accompanying the 
award was a check for $1,000 to be 
given to the employes’ welfare fund. 


The company was cited for its 
notable record in all major fields of 
activity, including technical ‘accom- 
plishment, public relations, employe 
relations, efficiency of operation, 
financial management, and over-all 
operation. 


Rate reductions by the company 
saved customers more than a million 
dollars during the year. The com- 
pany also adopted a new plan for 
employes’ promotion and transfer, as 
well as a new salary and salary 
adjustment plan, during the year. 

Domestic use of electricity in the 
area served by the company in- 
creased from 913 to 1,004 kwh. over 
1937, a gain of approximately 10%. 


First Facsimile Broadcast of 
Ball Game Is Made 


CINCINNATI—The world’s first 
play-by-play facsimile broadcast of 
a baseball game took place here 
recently when Crosley’s ultra-high 
frequency station, W8XUJ, broadcast 
a running account of the game be- 
tween the Cincinnati Reds and the 
Pittsburgh Pirates at Crosley Field. 

A man in the press box at the 
field phoned the play-by-play descrip- 
tion to the facsimile room, where a 
rewrite man prepared the material 
for facsimile transmission. Pictures 
of outstanding players also were in- 
cluded in the broadcast. 


Dewey Heads Institute 


EQUIPMENT WANTED 


WANTED, any quantity of refrigerator 
ice cube trays, drip pans and controls, 
new, used or seconds. Quote quantity 
and lowest prices. INTERBORO RE- 
FRIGERATORS, 350 Pearl Street, Brook- 
lyn, N. Y. 


EQUIPMENT FOR SALE 


250 BRAND NEW Frigidaire compressors 
in original cartons, suitable for ™% and 
% H.P. highsides. Specifications: Frigid- 
aire part No. 1125-312, twin cylinder, 


New York City. REFRIGERATOR COR- 
PORATION OF AMERICA, 390 Fourth 
Avenue, New York, N. Y. 


R & S PARTS COMPANY opens field to 
independent ‘service men and _ former 
Grunow dealers. Purchase your Grusow 
parts direct. At reasonable prices. Re- 
frigerant CH2-CL2, gallon—$4.00, compres- 
sors exchange—$11.00, Carrene meters 
exchange—$3.00, compressor oil per gal- 
lon—$1.75. Many other items not listed. 
3577 Fourteenth Street, Detroit, Michigan. 


REPAIR SERVICE 


DOMESTIC CONTROLS repaired: Ranco 
pencil $1.75, Ranco box $2.00, General 
Electric $2.00, Tag $2.00, Cutler-Hammer 
$2.00, Penn $2.00, Bishop Babcock $2.50, 
Majestic $2.50, Penn magnetic $2.50, G. E. 
Frigidaire $2.50. In business over 20 
years. Our name is our guarantee. 
UNITED SPEEDOMETER REPAIR CO. 
INC., 342 West 70th Street, New York City. 


MAJESTIC, GRUNOW, General Electric 
and Westinghouse rebuilding. World's 
largest rebuilders. Prices $30.00 with 18 
months’ guaranty. Parts for Majestics and 
Grunows. GE floats $2.95. Westinghouse 
flapper valves $1.00. % H.P. Majestic 
capacitor motors $3.75. Write for catalog. 
G & G GENUINE MAJESTIC REFRIG- 
ERATOR AND RADIO PARTS SERVICE, 
5801 Dickens, Chicago. 


— 


PATENTS 


HAVE YOUR patent work done by 4 
specialist. I have had more than 25 years 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 
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Filtrine 


Water Coolers — Filters 


Jump in taxes since 1915 has been de by H P. Li ein deel complete with flywheel : a o¥- Al 
made orace P. Livers e durin, —1-7/16”. In single lots 0.50; or 
1350-N Line—NOW a GREASE PROOF covering z 2,090%, the company notes, while | the pte So: Edison Shestehe’ hanhianie more—$9.50; 25 or more—$9.00.  F.o.b. —— 
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Dealers In Northern 
California Report 
39 Sales Gains 


SAN FRANCISCO—Registering a 
gain of 328 units over the previous 
month, refrigerator sales by dealers 
in the San Francisco area totaled 
1,118 units in April, according to 
reports made to the dealer sales 
promotion department of Pacific 
Gas & Electric Co. 

Aithough April sales were slightly 
under last year’s total of 1,136 units, 
sales for the year’s first four months 
were well ahead of the 1938 mark, 
showing 3,766 units as compared 
with 2,813 last year. 

Electric range sales were down 
for both April and the first four 
months of the year, the April total 
peing only four units, against 37 
last year, and four months’ sales 
of 31, compared with 44 in 1938. 

Both washer and ironer sales were 
well ahead of comparative 1938 
marks. April washer sales totaled 
632 units, against 524 last year; the 
four-month total was 2,643 units, 
against 2,060 last year. 

Following is a tabulated compari- 
son of 1938 and 1939 appliance sales: 


April Four Months 

1938 1939 1938 1939 

Refrigerators ....1,136 1,118 2,813 3,766 
Washers ......... 524 6382 2,060 2,643 
ec 105 =119 349 530 
BOE cv iidncces 3,063 2,951 14,221 16,377 
Ranges ...-csevee 37 3 44 31 


Vacuum Cleaners.1,078 1,510 4,269 6,104 


COMMERCIAL 
REFRIGERATORS 


World's most complete line 
of commercial cabinets — 
13 to 84 cu. ft. capacity. 
MIDWEST 


GALESBURG, ILL 


MFG. COMPANY * 


BEVERAGE COOLERS 


MODELS 
TE FOR 
® l WRIATALOG 


$s COOLERS 
LIMA, OHIO 


Tests Prove it’s Com- 
pletely Waterproof. 
The New Sl 
Small Capacity 


MAGNET VALVE 


Use CHICAGO SEALS 


‘SS for seal replacements 
es A complete line in all sizes 


A 


~~ CHICAGO SEAL CO. 
20 North Wacker Dr., Chicago 


VACUUM 
COLD 
PLATES 


pte DOLE REFRIGERATING COMPANY 
2 N. Pulaski Road Chicago, Wlinois 


co Crp 


Refrigeration Tub 


THE A ERICAN BRAS 
a pun isice 


Genero) Offices. Waterbury. Conn 


<< 


‘ SSAA SRR 


Miss Lois Kendall 


A Light For Elektro’ Smoke 


Moto-Man gets ready to perform one of his 36 tricks. 

along at the command of his operator. 

at the exhibit building of Westinghouse Electric & Mfg. Co. at the 
New York World’s Fair. 


lights Elektro’s cigarette as the Westinghouse 


He'll puff merrily 
Elektro is a feature attraction 


(Concluded from Page 1, Column 4) 
neering and Economic Aspects,” by 
Prof. F. J. Beard, Iowa State College. 
Program of other sessions of the 
conference follows: 


WEDNESDAY, JUNE 28 


9:30 a.m. Symposium on Quality 
Control in Food Manufacturing. 
“The Training of Food Technolo- 
gists,” chairman, Prof. S. C. Pres- 
cott, dean of science, M.I.T. 
“Quality Control in Food Manu- 
facturing,’’ W. L. Campbell, general 
manager of manufacturing, Kroger 
Grocery & Baking Co., Cincinnati. 
“Quality Control in the Canning 
Industry,” Dr. E. J. Cameron, act- 
ing director, National Canners 
Association research laboratories, 
Washington, D. C. 

“Quality Control in the Fisheries 
Industries,” Dr. H. F. Taylor, presi- 
dent, Atlantic Coast Fisheries, New 
York City. 

“Quality Control in the Dairy 
Industries,’ Dr. L. K. Riggs, director 
of research, Kraft-Phenix Cheese 
Corp., Chicago. 

“Quality Control in the Packing 
Industry,” Dr. R. C. Newton, chief 
chemist, Swift & Co., Chicago. 


12:30 p.m. Luncheon at Walker 
Memorial Dining Hall. Special 
speakers: Dr. Karl T. Compton, 
president of M.I.T.; Clarence Francis, 
president of General Foods Corp. 


Refrigeration To Have Prominent Place on M.L.T. 
Food Conference Program June 28-July 1 


2:00 p.m. Symposium on Food 
Packaging and Containers. Chair- 
man, Prof. B. E. Proctor, M.I.T. 

“Current Advances in Canning 
Technology,” R. H. Lueck, manager 
research department, American Can 
Co., Maywood, IIl. 

“A Resume of Light on Packaged 
Foods,” William B. Esselen, Jr., and 
H. A. Barnaby, packaging research 
division, Owens-Illinois Glass Co., 
Toledo. 

“The Role of the Laboratory in 
the Problems of the Canneries,’”’ Dr. 
S. H. Ayers, director, research de- 
partment, Crown Can Co., Philadel- 
phia. 

“Transparent Food Containers and 
Wrappers and Their Utilization,” O. 
F. Benz, director Cellophane division, 
E. I. du Pont de Nemours & Co., Inc., 
Wilmington, Del. 

“The Latex Container and Its 
Application For Frozen Meats and 
Poultry,” M. T. Rogers, Cryovac 
division, Dewey & Almy Chemical 
Co., Cambridge, Mass. 


THURSDAY, JUNE 29 


9:30 am. Bakery Technology 
Symposium. Chairman, L. J. Shu- 
maker, president, American Institute 
of Baking. 

“The Physical’ Properties of Dough 
in Their Relation to Baking Tech- 
nology,” Prof. C. H. Bailey, division 
of agricultural biochemistry, Uni- 


establishment . 


fi MUTOMATIC REFRIGERATION 


CONDITIONING 
soe Dept. AC-4 


The Market is Ready for , 
GR ROOM CONDITIONERS, 


As personal comfort equipment fot 
home or office or as a profit-building 
appliance for any small business 


CONDITIONER offers an unusual sales 

opportunity and is a remarkably effi- 

cient piece of equipment for the user. 
Get details. Write: 


GENERAL REFRIGERATION CORPORATION | 
Beloit, Wis.. U.S. A. 


. the GR ROOM 


8 
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versity of Minnesota. 

“Recent Developments in_ the 
Vitamin Technology of Bread,” Dr. 
Cc. N. Frey, A. S. Schultz, and L. 
Atkin, Fleishmann Laboratories, 
New York City. 

“How Baking Technology Affects 
National Nutrition,” Dr. J. A. Tobey, 
director, department of nutrition, 
American Institute of Baking, New 
York City. 

“Mold Control in Bakery Prod- 
ucts,” Dr. F. W. Miller, Jr., E. I. du 
Pont de Nemours & Co., Inc. 

1:30 p.m. Second Quality Control 
Symposium. Chairman, Dr. F. C. 
Blanck, food research division, Bu- 
reau of Chemistry and Soils, U. S. 
Department of Agriculture. 

“Quality Control in the Carbon- 
ated Beverage Industries,” J. L. 
Murphy, vice president, Canada Dry 
Ginger Ale Co., New York City. 

“Quality Control in the Brewing 
Industries,’ August Haffenreffer, 
chairman, technical committee, Mas- 
ter Brewers Association of America, 
Haffenreffer Breweries, Boston. 

“Biochemical Changes in Stored 
Fish,” Dr. S. A. Beatty, Halifax 
experimental station, Fisheries Re- 
search Board of Canada, Halifax, 
N. S. 

“Quality Control 
Food Technologists,” 
Proctor. 

“The Effect of Food Processes on 
Vitamin Content,” Prof. R. S. Harris, 
M.1L.T. 


Methods For 
Prof. B. E. 


FRIDAY, JUNE 30 


9:00 a.m. Food Engineering Sym- 
posium. Chairman, Dr. J. A. Dunn, 
director of research bakery, Lever 
Bros. Co., Cambridge, Mass. 

“Bakery Taste and Its Control,” 
Dr. Dunn. 

“Fundamental Principles of Heat 
Transfer,” Prof. W. H. McAdams, 
chemical engineering department, 
Mar, 


“Engineering Aspects of Heat 
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Transfer in the Dairy Industry,” 


Loomis Burrell, chairman, Cherry- 
Burrell Co., Little Falls, N. Y. 


“The Design and Operation of 
Food Concentrating Equipment,” Dr. 
P. D. V. Manning, vice president, 
Western Condensing Co., San Fran- 
cisco. 

“Humidification of Freezers,” Dr. 
W. H. Cook, division of biology and 
agriculture, National Research Coun- 
cil, Ottawa, Canada. 

“Instruments For Control Opera- 
tions in Food Industries,” Prof. J. 
W. Horton, M.I.T. : 

1:00 p.m. Symposium on Food 
Refrigeration; Mr. Hulse, chairman. 


SATURDAY, JULY 1 


9:00 a.m. Chairman, Dr. L. V. 
Burton, editor, Food Industries. 

“The New Food Law and _ Its 
Relation to Food Technologists of 
the Future,” Dr. Burton. 

“Trends in Food Production and 
Consumption in the United States,” 
Dr. O. E. Baker, bureau of agricul- 
tural economics, U. S. Department of 
Agriculture. 

“Subsistence of the Army in War,” 
Major P. P. Logan, quartermaster 
corps, U. S. Army. 


Nason Heads District 
For Westinghouse 


BOSTON—Frank L. Nason is 
now New England district manager 
of Westinghouse Electric & Mfg. Co. 
with headquarters here. 

Associated with the Boston office 
of Westinghouse for the past 28 
years, Mr. Nason had been serving 
as manager of the central station 
division since 1924. 

L. E. Lynde, transportation man- 
ager of the New England district, 
will add Mr. Nason’s former duties 
to his own. 


THE BUYER'S GUIDE 


shooters. 


HUMI-TEMP Units 


LARKIN COILS, 


SOE. SHARPSHOOTERS 


(1) Methyl Chloride 


Good sense say: 
the serviceman’s eyes, nose, throat and 
lungs go sniping—for they never miss. 


Health vord The outfit illustrated is easy to buy 
g (inexpensive); easy to carry (light); 

easy to use (comfortable). 
set with cartridges for the three sharp- 
See at your 
order direct today—only $12.85. Will 
pay out the first time used. 


CHICAGO EYE SHIELD CO éiicccoiinois 


(2) Sulphur Dioxide (3) Ammonia 
“take to cover” when these enemies of 


Comes all 


Jobber’s, or 


PLUG LN 


¥ Check These Money-Makers Into Your Stock Now! 
The Patented LARKIN COIL 


Refrigeration 
Products 


DISSEMINATOR Pans 


Instantaneous WATER COOLERS 
Today—See Your Jobber or Write Direct to 


General Offices and FPactory 
519 Fair Street, S. E., 
ATLANTA, GA. 


Inc. 


Branch Factory, 57-59 Eleventh St., New York City 


g AT TENTION secre 


AND APPLIANCE DEALERS 
A-BLIZZARD-FROM-THE-WEST- That has everthing 


More Wet Bottles Is More Sanitary 
More Loose Labels Has Fast Dry Cooling 
More Wet Hands Has More Capacity 


Has Balanced 
Retrigeration 


More Dissatistied 
Customers 
re Now Open * Write for Particulars 


$700 Avalon Boulevard e 
Cable “Weberco” 


WEBER SHOWCASE & FIXTURE CO., INC. 


Los Angeles, California 
Established 1902 


PO 
ELECTRIC WATER COOLERS 


Thoroughly reinforced all steel attractively 
finished cabinets. 
Complete line of different Models and Capacities. 
Write for details and sales prices. 


Puro Filter Corporation of America 
440 Lafayette Street, New York City 


Spring 7-1800 


ae Bs Be Si | 
aT as our ia z a 


co mi 
PS aaa ee 


CR : es . Z : = ; . 4 / ~ 7 ba ee 
. - i: iis — 
: fa sere 
= een nati pea a : meee uc Tiron ao ie ie er eee : anaes Poe Revi get 
= | ee ka 
= utes 3 
a : RARE Se is si 
ee : Bs fi : 
& : : = ane 
_~ ee . | Be ts 
00, : . Ss : : : wee he 
: * ieee 
x x Ss | iNOS a an A 
Sa Ss : 4 Sa . — as pes 
: a _ “ar i | Bek 
d for — : 4 J ‘ : . | Age ee 
lition- Ss ~ a Fg } i ch ee ao 
ass . < ae . AOC N pee | 
pos a oy ie i os | es 
ricing, : = 4 ee ss ‘ Say : N SS 
com: — — ee | ) 
udent, < ae : ; . | 
t-class = ; _ _— . . . fips: 
r and Pa ie ee iy oe | ' . | Ss “a i aanict 
ut n Ree at on oe en nee eines be i a 3 | ae as ae 
ing r S et a 5s peal Bie Sis Sears me a 
S ia er, cee Var et ean <i, Coop ae J a a eee a 
& Mra ae be. Soa ee are ee: eas ? . Feed ete 
—. — ain 7 i ) —e 
ee tk a ae — : ho ta 
: . s&s ees ASR b Ss eat 
pineer ss F ie i ee LS : ae 
gning 2 % : pe = rk, ay & : Re a Sak Sey 3 ‘ x = ~ ’ 
ems, : :  — AE ale j Sa SS : ys 
i tory . ' t ae Rai | 7 a RR Ss wage é +%4 = * | se 
oping = EEE ae Cee aaa 
Will = Se a Jy : aia) ats yeaa ) on 
he ~ ig # 0 Ea te al : 
‘icago, a Rae eter — eect 
isplay . = = Pe Fc. ee. ee ‘ - oy 
ators; es . : = es — a ae : ete 4 . = ; a 2 yay a 
20 eo ‘  , —_— . ‘ ea 
oled = — .. .  £€§; Bie Gig ; es ee 
pres- ee. See 3a x S ZZ a . ee 
active = . Re Sa a Rel oO aie ; : = Ae eer 
Ce : ae. Ee = : ge SS Si 
ments Be : 3 ; oa ¥ * s P fie 
& : : . ... ¥ SY 
Write .& Sg ; : 4 ee :. aS SS 
RE- ea | i em? | 
>seph, — a — &S . 
q Se a - Sad as er : i‘ € i ; q 4 a . s a oe bis Bs 
’ ee ee FOR 3  & es pet 
well | | * peeeeae es i> a es 
7 =i Weaah in ain Bes ae 3 a 3 bers, 3 
appli- | Zz = i ae - OF | Re 
ealers o eee aa =F i a | 
ntact i ee y =  , as ee 
e in- a ° . _ ee i : : “a ee a 4 3 : : —— EE ; ” sii 
such © rf L eae aa ae xs —— QS: ee ‘ ; ‘ e es 
agent ” 2 el oa ar = 2 ell Sie OP SO : eras 
chan- | eee A ee ee ee iii _ —-. eee PRR a 
ntial. F ; O) tc ie a a 2 a = - ee 
7 r oan: =. a i ce vs We rt ee P 
igera- — @ Hates t i . a hUdhltlCiS a Be ea 
3 —— m “fee : a “ : ’ Bs as “ee ane ~~ \ % sh a oy eee 4 ae as 
; : Be - e's : Ss " RR ae: 3 3 ie ue es AG Pe oh tae 
9 Si "al Cah Tae; ame ‘ is Se Se “ am hai) Bad gé ; ahs 
rator | 9 i : ee ot Se ee oi oe 
trols, © | ; : ss ay ea 
untity 
org ee 
rook- f a Ne a ; 
\ \ . a # ae 
—— ~ OW ot sig 
Pa Nn : ~ can es 
ees we? Se z eh Mek: 
and 7 mnemee SSS Sst seanesiinaiadatteateaaactiaias N * ~ md ~ 
igid- | rt “@ jioicid 
troke [ae ca 
0 or Alco Valve Co., St. Louis, Mo. We es 
F.0D. mm AP 
COR- , eh: 
ourth EE eo ie, a 
Ny , ¥ EE Se ee ee eR Re ge Tae Se ee ea eet ee ee af ie nt - 
ld to i = | a ae 
rmer 7 eee 
umow (a : a ae 
Re- | |S ae 
pres- a AS Aa semana (i 3 PEO 
eters ih bs *: mh — — Senn, : 4 
gal- \ [i iin 
sted. x ee 
= —— ee 
eS RM Resch el 
—_— ee ee 
anco 
neral FOR 
nmer | 
$2.50, é | 
x EB. 
r 20 | a | 
— aS | a 
co., | | po — tial aaibe i ee 
= Coolers | 
ctric otf t 
rid's SE 
h 18 G. | ars 
and ‘ 
ouse | ig PR ia iatahieecie 
estic a “he 
alog. - i a : | ne rere ~~ 
RIG- Age *. be : 
ICE, = | AS . “ 
—_ — sas ENNSSSnSemsSee \ 3 a’ ae 
~ | ah oe 
eee ; 
— | | Po ‘Neer & wa 
y 8 ~ SR sy hia 
ears | | — —-— - = : a - % 6 be e ' % :: fh \ SS) ve 
able z ee canines 
able | ss a 
nue, aoe eae : ae “ : : 
— 4 ’ BU Vy T¢ 4 es | Sie Sac, OORT re ms 
—* . Bei afi : er ~ at | 4 
i. SRS \ a | 
— _- ACONDA x) Wy . i s 
. j = ante xX _ cd t 
it 7 = ———_— ca | is 
= nn i a ee. ba Ss 
OSs = \\ ™ ] / oe i 
Sn 8 ; i te BBae ss % he . 2 iq | 
| HN * € i 7 | 
\" ee / 
. : ay . ‘ 
- | ee ee ‘Ja t 5 
Y. JER | es f 
~— 7 pF * 
AS? 5 
| : 3 on 
i 
geen | : e. 
“4 ¢ hs : : a “oy oe - ms . i > Fr < « V2 os - - 8 2 ‘ * t Ps + has . 
oe I cc a ie Se Ba, - Ce oe ee 
= i Aso Fg SE imei res : Ma DS oa Rete VR eee a ee MAS RE a Pe ee oR ea : ee an oe as 
: Fries. es 4 a at n Ht Darl day eee 2 oie Ue oa . Y 2. he ee 
\ 7 He ‘j “ we 4 = ee meee — Vi. Sal 
a - Smit : <- — at ae ; Pe ts siege po : ip : Po q = Sa pak pee : Es es eee Ey 4 a * 
J ek Sih, * ear: : as Tl ane ee ae aa ee. Pte: y pee ea aa ae et ; ae } 
eae 7 Si: a et 4) ee A oy naa 5 a ee —— — eee SRP AIUD oo a ek Sain “Seas igs eee. f ig 


24 


AIR CONDITIONING & REFRIGERATION NEWS, JUNE 14, 1939 


New Orleans Public Service Collects 10,000 
Names For Dealers & Offers Premiums To 
Prospects Who Read Refrigeration Booklet 


NEW ORLEANS—Hana-picked re- 
frigerator prospects—10,000 of them 
—all with incomes above $1,500 a 
year, were passed on to dealers by 
New Orleans Public Service, Inc. to 
aid in the two-months’ spring sales 
drive that closed this month. 

These prospects were selected after 
a survey by the utility's territorial 
men, who combed the area for the 
best sales bets among residents not 
yet owning an electric refrigerator. 
A direct mail piece carrying a strong 
sales story was mailed to the selected 
list. This piece included the offer of 
a “Nite-Lite’ to anyone reading the 
booklet on the fundamentals of re- 
frigeration, and answering a series of 
five questions contained on a return 
post card bearing the name and 
address of a local dealer. A letter 
written on the dealer’s letterhead 
accompanied each mailing. 


HOW DEALERS GET NAMES 


Names and addresses of every 
prospect receiving this mailing piece 
were given to the dealer whose 
signature appears on the accompany- 
ing letter. The number of names 
turned over to each dealer was 
determined in accordance with the 
size of the sales organization of that 
dealer. In order to test the effective- 
ness of the direct-mail program, 1,000 
mailings were sent out, and 20% of 
these were returned. 

Dealers were urged to follow-up 
the prospects given them at once, in 
order to get the full advantage of 
the literature mailed. 


PRIZES FOR CONSUMERS 


A consumer prize contest to gain 
the prospects further attention car- 
ried with it the offer of 20 merchan- 
dise prizes to be awarded to non- 
owners during the drive. Every 
non-owner called on will be entered 
in the contest. Serially numbered 
stickers were furnished salesmen 
to place on the refrigerators of 
persons they contact. These stickers 
carry the wording, “for safe food 
preservation, refrigerator tempera- 
tures must be between 35 and 50° F.” 

Customers who have these stickers 
on their boxes will be automatically 
entered in the consumer contest. At 
the expiration of the campaign, the 
20 prizes will be awarded to con- 
sumers whose numbers have been 
drawn from a box. The first prize 
is a Sunbeam Mixmaster, the others 
being small appliances, fans, and 
floor lamps. 

When placing the numbered stick- 
er on the refrigerator, the salesman 
writes the name and address of the 
prospect on a stub attached to it, 
and returns it to the utility for the 
prize drawing. Leaflets describing 
the 20 prizes are given to the pros- 
pects, and from there on the sales- 
man goes into his own sales story. 


AWARDS TO SALESMEN 


Salesmen also come in for their 
share of awards, cash prizes being 


awarded at bi-weekly pep meetings. | 


Each new refrigerator sold during 
the campaign will entitle the sales- 


man to one chance at 30 cash prizes, | 


ranging from $2 to $10. Each co- 
operating dealer was_ furnished 
with prize drawing tickets to be 
awarded for each sale. These tickets 
are forwarded to the Public Service 
Co. Ticket stubs must be retained 
by the salesmen and presented in 
person at the meetings in claiming 
prizes. 


Meetings are in the form of break- | 
fast get-togethers, where sales are | 


discussed and the prizes awarded. 


COMMERCIAL, TOO 


Commercial refrigeration sales also 
count for prizes. Each 4 hp. of new 


commercial equipment sold entitles | 


the salesman to a prize ticket. Credit 
on any one 
exceed 3 hp. 

Free refrigerator thermometers 
have been supplied to salesmen to 
use as a “door opener.” These 
thermometers are placed in the box 
of every customer where the sales- 
man is granted permission to place a 


installation is not to | 


sticker, and have “safety zone” tem- | 


peratures designated on them. 
Prime value of the gift thermom- 


eter to salesmen is the chance offered | 


for them to call back and see “how 
the thermometer is working.” 


pee 


As an added help to dealer sales- 
men, the sales representatives of the 
utility will turn in signed leads to 
be added to the individual dealers 
better prospect list. A big advertis- 
ing campaign will supplement the 
campaign, using the theme of effi- 
ciency and economy. Sixteen inser- 
tions were scheduled in local news- 
papers, posters being spread on 
outdoor billboards at heavily traveled 
arteries in town, cards being used in 
street cars and buses, and colorful 
cut-outs furnished dealers for use in 
store windows and on sales floor. 


Georgia Power Sales Off 
Slightly In April 


ATLANTA—Due to a “slowdown” 
during the month of April, Georgia 
Power Co.’s sales of electric refrig- 
erators and laundry equipment for 
the first quarter of the year lagged 
behind sales for the same period of 
1938, but helping to balance this 
decrease were unit sales of electric 
which 


ranges and water heaters, 
bested marks for the first quarter of 
the previous year. Comparative 
April totals: 
1938 1939 
Refrigerators ..icsscee 952 868 
eee ee ore ee 254 209 
Pe rere rere 43 35 
ree eee res 451 656 
Water heaters ........ 375 433 


Cosgrove Heads Refrigerator 
Sales Group of Nema 


NEW YORK CITY—Ray C. Cos- 
grove of Westinghouse was elected 
chairman of the sales committee of 
the Nema Household Refrigeration 
Section at the spring meeting. 

Other members of the committee 
are George Chapman, General Elec- 
tric; Glen O’Harra, Norge; Charles 
R. D’Olive, Crosley; and C. J. Gibson, 
Gibson. 


Television Operation 
Is Demonstrated By 
Philadelphia Group 


PHILADELPHIA — Philadelphians 
had a chance to give television 
equipment a first-hand tryout at the 
exhibition and public demonstration 
sponsored by Electrical Association 
of Philadelphia in the Franklin 
Institute June 6 to 9. 

Exhibits were arranged so that 
the public might see and inspect the 
equipment for both sending and 
receiving. In addition, visitors were 
televised so that friends and family 
could see them in action on the six 
television screens spotted throughout 
the space. 

The demonstration was designed 
to emphasize the part played by 
scientific research and engineering 
equipment in launching this new 
industry. ; 

Cooperating with the Electrical 
Association in the event were Radio 
Corp. of America, RCA-Victor Mfg. 
Co., Bell Telephone Co. of Pennsyl- 
vania, and Philadelphia Electric Co. 

While the television demonstration 
was the center-piece of the show, 
Philadelphia Electric showed an 
adequate wiring installation by means 
of a “skeleton house’’; Bell Telephone 
exhibited various types of cable; and 
RCA-Victor showed latest models of 
its equipment for radio and tele- 
vision receiving. 


‘Air Conditioning No. 1 
Opportunity’—Babson 


Air conditioning is today’s No. 1 
opportunity for the two million 
youngsters who this month will 
graduate from the high schools and 
colleges of the United States and 
Canada and start looking for jobs, 
Economist Roger Babson says in 
his syndicated newspaper column. 

“I especially have in mind air- 
conditioning new small houses and 
Selling individual air-conditioning 
units,” he says in picking air condi- 
tioning as the best bet among 12 
modern industries. ‘Hotels, offices, 
restaurants, and stores in the South 
and Central West must adopt air 


conditioning to survive.” 


Improved Duct Systems 
Cut Insurance Rates 


(Concluded from Page 1, Column 2) 


stalled air conditioning during the 
past two years have objected strenu- 
ously to the higher rates. 

Reduction of premiums will be 
made as a result of improved condi- 
tioning ducts and methods, and the 
excellent record of the past year, 
when no fires of questionable origin 
were reported in downtown St. Louis. 

It was formerly held that circula- 
tive spray systems and forced-air 
cooling added a considerable fire 
hazard, when fires began in the base- 
ments of buildings thus equipped, 
but this hazard has been practically 
eliminated by installation of asbestos- 
lined ducts and fire doors, it was 
reported. 


Studying Fire Hazards 
Of Alabama Jobs 


BIRMINGHAM, Ala.—An investi- 
gation of air-conditioning systems to 
determine possibility of any fire 
hazards is being made by the 
Southeastern Underwriters Associa- 
tion, H. N. Pye, chief engineer, told 
the recent convention of the Alabama 
Association of Insurance Agents. 


At least two serious fires have 
occurred, Mr. Pye claimed, where the 
ductwork of such systems had been 
lined with an inflammable, felt-like 
substance, to prevent air chatter. 
Fortunately, such fires occurred 
while the systems were shut down, 
he said, or even more serious results 
might have followed. 

In the past two years, he declared, 
most sub-standard systems in which 
such hazards’ existed had _ been 
ferreted out by his organization. 
He did not say what steps had been 
taken to remedy the situation, but 


presumably fire insurance rates were 
raised, unless the hazards were 
eliminated. 


New Hotpoint Dealer 


SPRING HOPE, N. C.—J. L. 
Strickland, formerly with O. B. 
Baines here, has gone into business 
for himself as a Hotpoint dealer. 


Cutler-Hammer Appoints 
Crane Vice President 


MILWAUKEE—G. S. Crane hag 
been named vice president of Culter. 
Hammer, Inc. in charge of sales ang 
engineering. Previously he had heen 
actively in charge of the sales 
division of the company. 

In his new post, Mr. Crane adds tg 
his sales responsibilities the super. 
vision of all development work for 
the company, and executive contro} 
of the engineering and drafting de. 


partments, as well as the patent 
department. 
He has been associated with 


Cutler-Hammer for 29 years, coming 
to Milwaukee headquarters in 192] 
after having managed the Clevelang 
sales territory. From 1925 to 1935 
he was general sales manager, and 
in 1931 was elected a director. 

Mr. Crane is chairman of the 
advisory committee of the industria] 
control section of Nema. 


25 Major Cooling Jobs 
Under Way In Omaha 


OMAHA, Neb.— With 25 major 
air-conditioning contracts let since 
Jan. 1 and 50 more firms now con- 
sidering large-scale installations, a 
summer of brisk activity for dealers 
is forecast by W. R. White, head of 
Nebraska Power Co.’s air-condition- 
ing department. 

More than 1,000 hp. load is repre. 
sented by contracts already let, 
Mr. White said. Unitary and room 
cooler sales are showing correspond- 
ing advances, he reports. 


Philco Prepares Kits For 
‘Demonstration Week’ 


PHILADELPHIA Advertising 
kits for use in a nationwide ‘Demon- 
stration Week” promotional cam- 
paign for Philco Conservador refrig- 
erators are now being distributed to 
dealers, reports E. B. Loveman, 
Philco advertising manager. 

Kits include a plan book for the 
promotion, special newspaper adver- 
tisements and banners, window dis- 
play materials, and sales-educational 
literature. 


“AND 


are $O 
« « £0 


EVERY BUSINESS 


TODAY!”* 


REFRIGERATION 


IMPORTANT 


¢ 


CUSTOMERS 


Service Men tell us that an A-P 
Valve on any installation is one 
sure way to reduce service calls. 
...And they add that “fewer 
service calls mean more satisfied 
customers and higher profits on 
each job.” 


Viewed from such an angle, A-P 
Valves take on a new importance 
—all out of proportion to their size 
and price. If YOUR business is 
based on Satisfied Customers, it's 
wise ‘4 choose the Valve that gives 
you the greatest opportunity to 
KEEP them satisfied. oil , 


Try A-P Valves next time. You, too, 
will find that you can depend upon 
their accuracy, sensitivity and de- 
pendability on all installations. 


* Quoted from Letters on File from 
leading Service Men commenting 
on advantage of A-P Valves. 


AUTOMATIC PRODUCTS COMPANY 


2450 NORTH THIRTY — SECOND STREET 
MILWAUKEE ® WISCONSIN 
Export Department, 100 Varick Street, New York City 
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